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ANACONDA 
Economy Strip Copper 


Straight and Flat as a Board 


Ready for use, in a convenient form, for all roof- 
ing purposes. 

Anaconda Economy Strip Copper is easy to lay 
because it comes in flat lengths of 6, 8 and 10 feet 


and in widths of 6 to 16 inches, with edges perfectly 
straight and parallel. 





The labor cost of re-cutting width and straighten- 
ing is saved. in addition, Anaconda Economy Strip 
Copper, on account of standardized production, 
costs less than ordinary sheet copper. 


It will pay you to use it for all sheet metal work. 


If your jobber cannot supply your requirements, 
correspond with the nearest branch listed below. 





THE AMERICAN BRASS COMPANY 


GENERAL OFFICES: WATERBURY, CONNECTICUT 


New York, Chicago, Boston Mills and Factories: 

Philadelphia, Providence, Detroit Anacon pA Ansonia, Conn., Torrington, Conn. 

Pittsburgh, Cleveland, Cincinnati from mine to consumer Waterbury, Conn., Buffalo, N. Y. 
St. Louis, San Francisco Ce Kenosha, Wisconsin 


In Canada: ANACONDA AMERICAN BRASS LIMITED, NEW TORONTO, ONTARIO 





























I Only Want— 


out ef the twenty-five thousand fur- 
nace dealers in the U. S. A 


TwolIn A Thousand 


SOME people who ought to know 
tell me that, as a class, furnace in- 
stallers are not progressive, that they 
are not willing to make a real effort 
to get more than a mere living out of 
their business. If you are one of them 


You Are Not the Man 
I’m Talking To 


"THE right dealer who will act on this idea of 
mine—without any risk to him—can in one 
year make more profit out of his furnace busi- 
ness than he ever made. 


Only Fifty Real 
Furnace Merchants 


can get in on this proposition of mine and they have 
to be real merchants besides knowing the installation 
game. All I have to sell is as good a cast furnace as 
can be made at a fair price, but I can make and sell it 
to the real furnace merchant at a price that will yield 
—_ considerably more than he can make on any similar 
urnace 


If you feel that you are the kind of man who can sell at 
least one hundred furnaces a year, you and I have some- 
thing in common and I'll be glad to tell you my whole 
story and prove what I have said is true. 


If you really know the furnace game and have gumption 
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TwolIn A Thousand 


is estimated that there are twenty- 

ive thousand furnace installers in 
this country. Half of these, I am 
told, make a fair living out of their 
business. One third fail. And less 
than a thousand of them make a real 
profit on their investment. 


I’m Talking to That 
Thousand 


A= among that thousand I’m really only 
talking to those who are now selling above 
one hundred furnaces a year. And out of that 
thousand I can only take on about fifty, be- 
cause five thousand furnaces per year is all I 
can sell on the plan that I have proven out. 
That plan involves no risk on your part—if 
you are in the class of the one thousand. And 
if you are, I can actually give you more profit 
than you would ordinarily make. 


I have been making good furnaces for thirty 
odd years and that is the kind of furnace that 
I am selling now—nothing cheap about it 
except my price. 


If You Want To Be 
One of the 50 


RITE for information to Box A, care of 
AMERICAN ARTISAN, 620 So. Michi- 
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gan Avenue, Chicago, Illinois. The Editor 
knows me and this ad would not appear in his 
publication if he did not know that my propo- 
sition is absolutely straight. 


enough to grasp an opportunity, you will find it worth 
while to write for full information to BOX A, care of 
AMERICAN ARTISAN, 620 South Michigan Avenue, 
Chicago, Illinois. Their editor knows me and knows 
that what I claim here is true. 


If You Are One of These 
Real Furnace Dealers 


mentioned in the above reproductions of our advertisements which have appeared 
on this page recently lose no more time in investigating my proposition. 


I know that the few men I am talking to are keen, alert business men as well as 
practical heating contractors—that they pick a good furnace—one that is thorough- 
ly reliable and high grade beyond a doubt and that they see to it that they get it at 
a reasonable price. My plan and product take all that into consideration—my plan 
gives you a still better furnace at a still better price. 


I Havea First Class, Large, Modern Plant 
One of The Finest in The Country 


It has been in continuous operation for thirty years. The latest methods of furnace 
making are employed throughout, equipment and employees are above par, exceed- 
ingly efficient so that large volume as well as quality production is secured at 
minimum overhead expense. 


This sales plan is sponsored by reliable, thoroughly responsible finance. My plan 
has been approved and accepted by some of the kind of men I am looking for. 
Remember I’m wanting just about fifty dealers to sell an output of five thousand 
furnaces per year—if you are one of these men you’ll write now to BOX A care of 
on ore ARTISAN, 620 South Michigan Avenue, Chicago, Illinois for detailed 
information. 
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WOULD YOU LIKE TO BUY FURNACES AT TEN PER 
CENT LESS? 


The ayes have it! Not a dissenting vote! 

Unanimous to the last man! Fine—but who 
is going to stand that ten per cent cut? 

Labor? Most certainly not! They are 
more likely to ask for higher wages than to 
' agree to take less. 

Salesmen? Not on your life! A salesman’s 
troubles are bad enough without having to 
pay out of his pockets a five or ten dollar bill 
for every furnace he sells. He would be in the 
hole so badly at the end of the year that you 
could not dig him out with a derrick shovel. 

Manufacturer? The idea! Most of them 
say that they are not earning a fair return on 
their investment the way they have to sell 
furnaces now. 

And yet—it is not such a fairy-tale propo- 
sition as some of you mightethink. 

Furnaces could actually be bought by real 
merchant-installers at ten per cent less than 
the price which they must pay now— 

Provided— 

That the foolish, long-period credit terms 
were brought somewhere near reason. 

And with that expression we mean nothing 
more or less than the familiar terms of— 

Two per cent, ten days; net, thirty days. 

Is there any good reason why it should be 
necessary for a manufacturer of furnaces to 
sell a furnace and ship it to an installer with 
good credit in January and then have to wait 
for his pay until September, or even October? 

Underwear manufacturers sell winter 
weights in February, ship them in July and 
get their pay not later than August. Terms 
are “two off 10, net 30.” 

Furnace fitting houses sell on a “two off 10, 
net 30” basis. If it works all right with them 
why would it not work as well on furnaces? 


Especially as the furnace itself constitutes 
only about 25 to 33 per cent of the entire cost 
of an installation. 

“But furnaces have always been sold that 
way,” some installers and manufacturers will 
say. 

Up to 1776 the white people in this country 
had “belonged” to England, for more than two 
hundred years, but we had a change of mind, 
and since then we have managed to get along 
without the “protection” of the Union Jack! 

How do we figure that a ten per cent re- 
duction is possible? 

It costs the manufacturer real money to 
warehouse furnaces. It costs him more than 
six per cent for borrowed capital which he 
must have because of the long terms. It costs 
him real money to put away in his warehouse 
every furnace that he cannot ship when com- 
pleted. It costs him real money to take these 
furnaces out of storage when shipped. 

Long terms always mean greater credit 
losses. 

To make a long story short—one of the re- 
ally successful furnace manufacturers has act- 
ually proved that he can afford to sell his fur- 
naces at ten per cent less if he can ship them 
out as he makes them and get ‘his money 
within the ten day limit. 

Then, too, there are always “extras” en- 
tering, to say nothing of the actual loss 
through damaged goods coincident with the 
storing of the furnaces which must be charged 
for somewhere along the chain from manu- 
facturer to consumer. 

Think this matter over. It means several 
hundred dollars extra profit each year, and for 
that reason certainly is worthy of your most 
serious consideration. 
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Random Notes and Sketches. 


By Sidney Arnold 

















On Monday, September 17, it was 
136 years since the Constitution of 
the United States was signed, and in 
public schools and other places the 
anniversary of the important event 
in the history of our beloved country 
and of the civilized world has been 
celebrated with proper ceremonies. 

Too many, citizens and aliens 
alike, fail, however, to recognize the 
real meaning of that wonderful doc- 
ument, and the Kiwanis Club Inter- 
national is to be commended for 
the work which it has done and is 
doing, along with other public wel- 
fare bodies, to bring about a better 
appreciation of our duty to the coun- 
try in which we epjoy life, liberty 
and pursuit of happiness. 

I am joining to these paragraphs 
a few statements chosen at random 
from a large number of quotations 
from prominent men and women on 
this subject: . 

“If every man—alien or native- 
born—who casts his ballot could be 
made to know and to feel that all the 
political forces of his country were 
mainly occupied for a hundred years 
in making that act possible, and that 
the United States is, and has always 
been the nation of those who desired 
to be Americans, citizenship might 
become for us what it was to have— 
what it is to France—the exponent 
of honor, the symbol of self- 
sacrifice.” 

“The Constitution is more than 
the framework of our government 
—it is the expression of our under- 
lying political philosophy and the 
safeguard of our fundamental social 
tenets. Elastic enough to admit of 
changes to meet developing condi- 
tions and needs, it protects our basic 
theories of human rights and liberty 
against the inroads of those antago- 
nistic political philosophies which 
are ever finding new protagonists 
among those who are more enthu- 
siastic for new thought than they are 
learned in our history and beliefs. 
Destructive criticism of our existing 





institutions is the easiest mental ex- 
ercise; to construct them has taken 
the work and thought of genera- 
tions ; to improve them requires ade- 
quate study of their foundations and 
the aspirations for human advance- 
ment which they assure.” 

“Americanism is the doctrine of 
progress through individual liberty 
and equality of opportunity. It 
places its confidence of progress up- 
on education and free discussion, 
upon well-informed public opinion, 
and intelligent conviction expressing 
itself in an orderly way at the ballot 
box and finally, when decision is 
made, upon legal acceptance of the 
fesults.” 

“Let us all be careful to see that 
the Federal Constitution is not rash- 
ly or needlessly amended even by 
honest, though misguided, innova- 
tions; especially when the amend- 
ments assume the form of inju- 
dicious encroachments upon the sal- 
utary principle of local self-govern- 
ment, or of attacks upon the Su- 
preme Court and the other courts 
of the land.” 

“Americanism does not mean 
merely opportunity for both native 
and foreign-born, but it means 
service and sacrifice. It implies a 
good knowledge of our history and 
an intelligent use of the ballot; and 
the privilege of the ballot ought to 
require more than indifference, »ig- 
norance, pre-requisite residence and 
absence of a criminal record.” 

x *« * 

As many of you know, Paul F. 
Brandstedt, Chairman of the Trade 
Development Committee of the Na- 
tional Association of Sheet Metal 
Contractors, is a “Shriner,’” and be- 
ing a real good scout, he tries very 
conscientiously to do a good turn 
every day. 

Recently he noticed on Pennsyl- 
vania Avenue, in his home city of 
Washington, a man who was hav- 
ing considerable difficulty in picking 
up his hat. Stooping down, Paul 
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recovered it and put it on the man’s 
head, when he observed that the 
man was somewhat under the infly- 
ence of the stuff that Volstead says 
we must not drink. 





The man looked at Paul for a mo- 
ment, thanked him and asked his 
name. Not caring to give the man 
his full name, he answered, “Paul,” 

“Well, well, so you are the fellow 
who wrote that long letter to the 
Romans. I have wanted to know 
for a long time if you ever got a 
reply.” 

* 

John Harry Hussie is “able to sit 
up and write checks,” as he says ina 
letter written in his own hand on 
Friday, September 14, the particular 
occasion being the sending in of a 
renewal of his subscription to 
AMERICAN ARTISAN, 

I was glad to have the check 
come, of course, but was far more 
delighted to learn that our friend 
Harry is “on the mend,” and so will 
his thousands of friends rejoice. 

Harry has had a tough time of it 
this summer, but we hope that he 
will soon be so far recovered that 
we will once more hear him in the 
meetings of the Western Warm Air 
Furnace & Supply Association. 
They have been somewhat tame the 
last few months. Harry always had 
something to spring which kept 
things stirred up. 

° * oe 8 

In the days, long ago, when Ed 
McCabe got his first job, his boss 
was a rather pompous fellow who 
liked to have people know—even if 
he had to tell the story himself— 
that he was a self-made man and 
that he was proud of his job. 

One day the boss was talking to 
Ed and in the course of conversa- 
tion let this bit of wisdom fall from 
his lips: 

“Do you know that I started in 
life as a barefooted boy?” 

“Well,” said Ed, “I didn’t wear 
shoes, either, when I was born.” 

For some reason, Ed did not re- 
main long in that job, and it was a 
good thing, for today he is the Chi- 
cago Manager of the International 
Heater Company. 
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Contracts Are Necessary in Connection with 
Warm Air Furnace Installations to Com- 
ply with Lien Laws. 


Many States Reeuire Definite Contracts to Be Signed by Installer ume 
and Purchaser Before Advantage May Be Taken of Lien Laws. 


HE question as to whether a 

furnace installer should or 
should not have a regular form of 
contract covering the sale and in- 
stallation of a warm air heating ap- 
paratus does no longer exist. 

No job of that sort should be un- 
dertaken without a specific contract 
that will hold the buyer as well as 
the installer, for it must hold both 
if it is to have any value in court. 

We show in the accompanying 
illustrations a form covering the in- 
stallation and the payment in gen- 
eral, also the front and back of a 
“sales contract” covering deferred 
payments, as well as a chart show- 
ing the cash and monthly payments, 
as arranged by a “financing com- 
pany” which handles such deferred 
payments. 

It will be noted that the “Speci- 
fication and Proposal,’ as shown in 
Figure 1, provides for the agree- 
ment on the part of the purchaser 
to furnish “a good and sufficient 
flue at no expense to the contractor.” 

If we follow the “Standard 
Code,” which has been approved 
not only by the manufacturers’ but 
also the installers’ national organ- 
ization, this clause must mean that 
no openings are to be allowed in the 
chimney except that holding the fur- 
nace smoke pipe—and, of course, 
the hole at the top. 





In actual life, however, the fur- 
nace installer is the first one to be 
blamed when anything appears to 
be wrong, whether the chimney is 
at fault or not, so it is up to him to 
satisfy himself that the flue is large 
enough, straight and without any 
openings for other smoke pipes, in 
order that he may avoid trips to the 
purchaser’s house for which he can 
make no charge. 

Here is another important clause : 

“We reserve the privilege of con- 
trolling the placing and locating of 
the furnace and all apparatus.” 


Mrs. Jones will object to a cold air 
face in the hall or in the dining 
room, “because she has a rug that 
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won't fit if that register is to go 
there,” so the register doesn’t “go 
there,” but Mr. Installer gets the 
blame if the cold air does not get 
back to the furnace in sufficient vol- 
and rightly so, because he 





was weak-kneed enough to yield 
against his better knowledge, to the 
fiat of a person who did not know 
but who might have been convinced 
if he had told her the cold facts of 
the case. 


But you know that in many cases 


No. 


Specification and Proposal for 
Sunbeam Warm Air Circulating System 





, sh ‘ sea beddaeecsaszeces ; ne 19 


We propose to furnish and install in your.. 


Peel..< SUNBEAM WARM AIR FURNACE and CIRCULATING SYSTEM 


running pipes to and placing -registers in the following rooms: 


FIRST FLOOR SECOND FLOOR 


..to do all cutting for pipes and registers. 


In connection with the furnace we will furnish a nickel plated regulator so that furnace dampers can be 
regulated from the first floor or basement, as desired. 


All registers to be black japanned .. Pe ~ 


A good and sufficient smoke flue is to be provided for the furnace at no expense to the furnace contractor. If 
the flue should prove insufficient or unsatisfactory, the said condition is to be remedied so as to provide perfect draft 
for the furnace without expense to us. 

; Any alterations or deviations trcm these specifications involving extra expense to us are subject to an addi- 
tional charge. If the apparatus is used for the benefit of other contractors or any one else before it is completed or 
accepted by the owner, we shall not be responsible for damages if there should be any. 

We reserve the privilege of controlling the placing and locating of the furnace and all apparatus. 

In case the apparatus fails to fulfill the guarantee, we reserve the privilege to remove and replace with a larger 
size or to change the location so as to obtain proper results, or to enter upon the premises and remove the furnace, 
pipes, and registers upon the repayment of any money, notes, securities, or property paid for the said apparatus, les< 
the fair value of the wall pipes, and the same shall be a full receipt and release to both parties for any and all claims 
whatsoever, arising under this contract. 

It is distinctly understood that no payments or part thereof are to be delayed owing to lack of cold weather in 
which to test the heating apparatus, as the guarantee herein contained is binding upon us as to fulfillment of contract 

- In consideration of the installation and placing of the furnace and apparatus as above described, purchaser is 
Dollars ($ 


Dollars ($ 


to pay to us the sum of . 
Payable: Cash with Order 
Balance 


GUARANTEE: After compliance with the terms of this proposition on your part, we guarantee that the 
apparatus will warm all rooms to which a complete run of pipe has been made by us, to an average of seventy degrees 
Fahrenheit in Zero weather, the owner to furnish a suitable chimney flue, proper fuel, care and attention, and obey 
our printed directions. 

If you dispose of real estate, by sale or otherwise, in which furnace is placed, the full amount remaining unpaid 
on this contract becomes due at once, and you hereby agree to pay us, from the proceeds of said real estate, the said 
balance on this contract, less one per cent, of said balance, which is to compensate you as our agent, for selling and 
remitting for our said furnace when you sell your said real estate. You further hereby agree to pay us the said amount 
within forty-eight hours after you have disposed of said real estate. And it is understood and agreed by you that 
failure to pay us as above specified, after disposal of said real estate shall constitute an act of wrongful conversion 
by you of money or property belonging to us. 

It is further understood that the furnace shall remain personal property as well after it is placed in the building 
as before. and that the title to the furnace remains in us until final payment is made in cash, with the right to remov« 
the same in default of payment. 


(Signature)... 


(Signature) 
Date : (Signature) 


Figure 1.—Typical Form of Installation Contract Which Is Fair to Purchaser 
and Installer Alike. 


























—_ SALES CONTRACT Figures for Credit Company 
To sakes C. P. $. 
Town and State... Date.. — 
MODEL HO. "SERIAL NO. DESCRIPTION OF ARTICLE a : MAKUPACTURED BY 


























I acknowledge delivery to me of the above described article for which I agree to pay you, your successors or assigns, the sum 
a 









cccmm@ach 98 indicated by the schedule of payments herein. 1t is 

















that the ti Sership of said article is to remain in you, your successors or assigns until 
of said purc' id in cash and that thereupon the title and ownership is to pass to me. 
Schedule of Payments Should I fail d the monthly payments as above specified the entire balance will 
then become due and pay: (}) agree to sake such payment or, at the election of the holder of 
MONTHS AFTER DATE this contract, return sai S agp or your successors or assigns on demand and without legal 
le process, and al] payments made belong to you or your assigns as liquidated damages for 
Ceeeneenene the non-fulfillment of this con use of the said article. ? 
t _ 2em I further agree to take goo 9 article and be responsible for its loss by theft, fire or 
¢ Jeu other casualty and not to remove it f. my residence iniiasikaa ead ieee 
: until I first obtain cons.nt in writing. 
: It is further understood and agreed that no other agreement, oral or written, expressed or 
$.. 5 an implied, shall limit or qualify the terms of this contract. 
: San Time is of the essence of this contract. 
i - ee ee [Sear] 
Bins 7 om. Signed... - ; 
Ditas om Witness... ae ——s 
OE -~19. 
¢.... a = 
a 10 wes " 
es. — it. (By Jobber— Dealer) 
3 Sen — a = "nea 





Figure 2.—Front of Form Used When Installment Plan Is Used. 


The clause covering the payment note from the purchaser, provided 
is important, and note that the guar- with “assignment” or “endorse- 
antee follows this clause, and also ment” clauses to be signed by the 
this, “we guarantee that the appa- _ installer and the manufacturer, the 
ratus will warm all rooms to which latter, of course, only being used in 
a complete run of pipe has been the relatively few instances where 
made by us, to an average of 
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manufacturers have agreed to such 
a procedure. 







And in all instances that the 
writer knows of, where the many- 
facturer hgs provided for such en- 
dorsement, the paper is turned over 
to some financing concern, which 
really acts as a bank of discount and 
also as a collector in many cases, 

Many installers, however—most 
of those, in fact, who have made a 
real specialty of such sales—make 
arrangements with one of their local 
banks to handle the paper, without 
any further endorsement than their 
own, and usually at a lower cost 
for the simple reason that the local 
banker, being right there and know- 
ing conditions, can afford to dis- 
count these notes on a cheaper basis 
than the financing company which 
may be a thousand miles away. 

















In fact, one of the largest furnace 
manufacturers, who went to con- 
siderable trouble to arrange an 
equitable “easy payment” plan for 
his customers and who furnishes a 
contract somewhat on the order of 
that shown in Figures 2 and 3, told 
the writer recently that while many 
of his customers make use of the 

















seventy degrees Fahrenheit in zero FOR CER RPCEASION COLT 
weather.” Print Name in Full 
, e 
In other words, the guarantee <aeuenteiaaam 
: Occupation - 
does not hold if old wall stacks are 
ea a : Employed by 
used without change—which is as it 
Employer’s Address. ~ 
should be. 
Department ae 





However, it is the duty of the in- 





Do you own your home?.... 








staller to ascertain whether the old a 
stacks are in proper shape or not. ae Pa: eas | ne 
The final clause—about the fur- atte ot pena aan a 





nace being classed as “personal ASSIGNMENT BY THE 


JoBBER TO MANUFACTURER 


Date aa alia 





property” and also about the title to 
the furnace remaining with the in- 


Jobber’s 
Dealer’s Address 


For value received, the undersigned hereby sells, assigns and transfers to 





staller until full payment has been 
made is fair to both parties and 
gives the installer only such protec- 
tion as he is entitled to. 


The undersi 
the within Sales 


in mentioned is hereby guaranteed by the underai; 
in connection therewith. 


WII tnernscenincmeieipaatemenemipmennnnnnetnies 


its successors or assigns, all right, title and interest in and to this agreement, the amounts payable thereunder and the property 





In some states such a contract is 
necessary if the installer is to have 
any rights or benefits from lien laws. 

This type of contract will fill the 
needs in most cases, but some in- 


Manufacturer’s Address............... 





Name of Credit Co. 
therein described. 


For value received, the undersigned hereby sells, assigns and transfers to 


warrants that this agreement was executed in connection with the sale of the merchandise described in 
tract, said merchandioe having been delivered to and accepted by the buyer named therein and that at 


i i therein, the nt of which in accordance with all the terms and 
- owing thereon the amounts as set forth therein, = py wkd tn cael -¢ + 





ASSIGNMENT BY THE MANUFACTURER 











its successors or assigns, all right, title and interest in and to this 


PR iicoiesinininns sastaaiia exs-ecarseeoe (AL) 
(Jobber—Lealer—By Officer, Partnet, Owner) 

ee 192..... 

ag t, the ts payabl thereunder and the property 

ted in tion with the.sale of the merchandise described in 





stallers who are doing a consider- The undersigned warrants that this agreement was 


2in men 
connection therewi' 


fer a different kind, such as the one 


the within Sales Contract, said merchandise having been delivered to and eosapted by the buyer named therein and that 
. ! 2 * i f 
able “easy payment” business pre- Ww owing aa ehadeanens as i/o ee hy payment of which in acco condi 


Signed... 





shown in Figures 2 and 3, which, it 
will be noted, is really a judgment 


there 
rdance with all the terms and tions 


ther with interest, attorneys’ fees, court costs or other expenses 


<nneene{ SEAL] 








—— . : ; 


Figure 3.—Back of Form Shown in Figure 2. 
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forms obtained from him, a very 
small percentage of these customers 
ask him to endorse the notes, pre- 
ferring to discount them through 
their own banks, and that to this 
extent, therefore, the plan was a 
failure. 

A number of our subscribers 
have inquired as to what amount 
should be asked as first or “cash” 

yment and how much for the 
monthly installments. 

We understand that the general 
practice is to obtain at least 25 per 
cent down in cash, dividing the bal- 
ance according to the number of 
months or the amount per month 
that the purchaser agrees to. 

It is to be noted, however, that in 
all such cases an interest charge 
must be made, even if it does not 
appear as such specifically in the 
purchase price, and apparently this 
interest charge averages about 8 per 
cent, but actually it is considerably 
higher. 

For example, as shown in Figure 
4 which is a chart indicating the 
cash price, the first payment and the 
amount and number of monthly pay- 
ments, say that the cash price is 
$250.00 and that the purchaser is 
willing to pay $10.00 a month for 
a year. 

His “cash” payment is $141.00 
and the total of the monthly install- 
ments is $120.00, or a grand total 
of $261.00. Apparently he will pay 
only 11 250, or 4.4 per cent, but 
actually he pays more than 10 per 
cent interest on the $109 that he 
will owe after his “cash” payment, 
and if we figure on a compound in- 
terest basis the rate is nearly 15 
per cent, because with each monthly 
payment the principal debt becomes 
$10.00 smaller. 

Or take another instance; let the 
cash price be $180.00, the first pay- 
ment $50.00 and the monthly install- 
ments $12.00 each. The purchaser 
will pay a total of 50 + 12 X 12, or 
$194.00, the interest charge on the 
$144.00 thus being $14.00, or over 


9 per cent, while apparently it is: 


only 14-180, or less than 8 per 
cent. 

The manner in which the chart is 
to be used is as follows: 


AMERICAN ARTISAN 


In the right and left-hand col- 
umns the cash price figures are 
shown. 

Suppose that the purchaser wants 
to pay off his entire bill in six 
monthly installments. We look in 
the group opposite the cash price, 
say $160.00, and find there in the 
line corresponding with the figure 6, 
that if he can pay $75.00 cash, the 
monthly payment will be the amount 
at the head of the column in which 
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in the “12” line. The first cash 
payment is then 18+ 5 or $23.00, 
and each of the twelve monthly 
installments is $14.00, or a total of 
$191.00. 





Folder Describing Gas and 
Smoke Consumer Issued 
by Lindas Company. 
What the curburetor is to the 
automobile the gas and smoke con- 
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Figure 4.—Chart Showing Manner in Which Cash and Monthly Payments May 
Be Arranged. 


$75.00 appears, or $15.00. His total 
outlay is, therefore, $165.00. 

Or reversely, say that the cash 
price is $200.00 and that the pur- 
chaser can pay $75.00 cash with the 
balance in eight equal payments; 
we look then in the corresponding 
line and find that by paying $74.00 
cash and $17.00 each of the follow- 
ing eight months he will have dis- 
charged indebtedness, the total pay- 
ment being $210.00. 

Again, suppose that the cash price 
is $175.00 and that the purchaser 
wants to pay down a small amount 
and carry the payments along for 
twelve months. 

We note that in the $170.00 group 
the smallest cash payment is $18.00 


sumer is to a furnace are the words 
used by the Lindas Company, 658 
Elizabeth Street, Kenosha, Wiscon- 
sin, in describing the Lindas Gas 
and Smoke Consumer. 

The folder used in treating the 
merits of the device contains a con- 
cise succinct resume of the com- 
bustion of gases and their depend- 
ency upon correct mixtures of air. 
To quite a passage : 

“Incomplete combustion of the 
fixed carbon is what causes heavy 
black smoke to belch forth from the 
chimney and soot to form in the rad- 
iator, smoke pipe and chimney as 
soot is nothing but unburned carbon 
due to insufficient air.” 

The folder also gives a good il- 
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lustration of a furnace equipped 
with the Lindas Gas and Smoke 
Consumer, showing first the device 
itself then how it is attached to the 
furnace and then the device and 
furnace complete. 

The company says that any fur- 
nace of the horse shoe radiator type 
can be, made to burn soft coal to 
produce more heat without soot and 
without black smoke. 


In their advertising, the company 
makes excellent use of the news in- 
terest brought on by the recent an- 
thracite coal strike. “Why Worry 
About the Coal Strike ?” is the head- 
line of one of the ads. 





Menk Urges That Test House 
Be Built at University of 
Illinois Without Delay. 


The following letter has been re- 
ceived from R. W. Menk, who is 
Chairman of the Standardization 
Committee of the Western Warm 
Air Furnace and Supply Associa- 
tion : 

DEAR FOoLks: 

The second big stride in the fur- 
nace industry has been accom- 
plished— 

Register and Fittings Standardi- 
zation. 

The trade journals have helped to 
bring the same about. 

Now get behind the house for 
Professor Willard and accept noth- 
ing short of a new one. 

Some folks are talking of renting 
or buying a house. A new one is the 
only kind; built with all of the fea- 
tures in it that will allow tests not 
possible in a house that is already 
erected. 

We need this house right away to 
couple up with the Code and to 
prove up all of the features adopted 
in the Code—and in the Standardi- 
zation Meeting before they get too 
firmly rooted. 

Anything you say will be worth 
while and for the best interests of 
all. 

With kindest regards, I am 

R. W. MENK. 





AMERICAN ARTISAN is inclined to 
agree with Mr. Menk. In an old 


house, it is true, there will be many 
of the same features of faulty con- 
struction that now handicap the fur- 
nace installer, but we feel that the 
thing we all wish to demonstrate, to 
the installer first, and then to the 
house owner and builder, is how well 
a properly installed warm air fur- 
nace will heat a properly constructed 
house. 

In other words, we must prove 
that it actually pays a man to have 
his house built according to certain 
rules and also that a good furnace 
installation is the cheapest and most 
efficient means of heating his home. 





Ward Rewarding Furnace 


Users for Burned-Out 
Fire Pots. 
Recently there has come into 


vogue among advertisers who are 
competitors to single out one point 
in their product which makes it su- 
perior to the competitor’s. They 
admit the good qualities of the com- 


AND HARDWARE RECORD 


September 22, 1923. 


the good points 
product. 

E. H. Ward & Company, Lan- 
sing, Michigan, recently ran onto a 
system bordering upon the above 
practice, although not essentially of 
that character. The accompanying 
illustration is reprinted from /an- 
sing (Michigan) Journal. 

This ad serves a dual purpose in 
that it shows to what extent the peo- 
ple of Lansing have placed their 
dependence on Wise furnaces and 
it will be pretty sure to bring out 
any defective fire pots. It is a very 
clever ad and sure to get attention. 


of their own 





Standard Sizes of Baseboard and 
Floor Registers, As Adopted at 
Recent Meeting in New York. 


The following sizes of baseboard 
and floor registers are to be “stand- 
ard sizes,’ having been adopted by 
the recent meeting of register man- 
ufacturers in New York (in tran- 
scribing the notes for the report 











pot that has burned out. 
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During the past 16 years there awe thems 
over 600 WISE FURNACES sold in Lansing 


We will pay five dollars to anyone who will get us a Wise fire 
Offer good sixty days. 


“Wise People Buy Wise Furnaces” 


E. H. WARD & CO. 


Open Saturday Evening 
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Here Is A Unique Method of Testing the Lasting Qualities of Wise Furnaces 
Handled by E. H. Ward & Company, Lansing, Michigan. 


petitor’s product, but at the same 
time stressing the point of supe- 
riority of their own product over 
that of the competitor’s. By doing 
this they feel that they can make a 
stronger appeal for their own prod- 
uct than if they enumerated all of 


which appeared in our September 
8th issue several errors were made) : 
Baseboard Registers. 
Second Floor Sizes. 
8 x 10; 8x 12 and 9 x 12. 
Base extension to be not less than 
1 inch or more than 1% inches. 





es 


in 
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First Floor Sizes. 

8 x 10 with 24-inch base extension 
for 8-inch pipe. 

9x 12 with 2%-inch base extension 
for 9-inch pipe. 

10 x 12 with 34-inch base extension 
for 10-inch pipe. 

11 x 13 with 5%4-inch base extension 
for 12-inch pipe. 

12 x 14 with 54-inch base extension 
for 12-inch pipe. 


Stackheads. 
614 x 1056 outside. 
6% x 1256 outside. 
74% x 12% outside. 
914 x 13% outside. 
914 x 1456 outside. 


No recommendation is made for 
14-inch pipe. Height of first and 
second floor registers to be not less 
than 2-inch or more than 24-inch. 

Floor Registers. 

8 x 10 for 8-inch pipe. 

9 x 12 for 9-inch pipe. 

10 x 12 for 10-inch pipe. 

12 x 14 for 12-inch pipe. 

14 x 18 for 14-inch pipe. 

16 x 22 for 16-inch pipe. 





Old-Home Furnace 
Installations a Specialty. 


With the advent of the Warm 
Air Heating System there has 
sprung into existence the job of in- 
stalling and keeping in repair these 
furnaces. And as is the case with 
other lines of industry in the repair 
field, the amount of repeat jobs a 
man receives depends upon his skill 


and dispatch demonstrated at the 
first call. However, there must al- 
ways be the first call. No matter 
how often the man may be recalled 
on subsequent jobs, he must bid in 
the open market for the new jobs if 
he expects to see his business ex- 
pand and consequently his profits 
increase. 

Now, the most effective manner 
in which anyone can sell even his 
superior skill or knowledge is by 
means of advertising. 

The accompanying advertisement 
of the Austin Sheet Metal Works, 
appearing in the Austin, Illinois, 
Austinette, is a good example of an 
appeal for new business. Note how 
the illustration and the headline tie 
up together. The ad is large enough 
to enable it to tell the story, giving 
all the information that a person 
would require, but no more. There 
are no meaningless details to wade 
through; these have been left for 
the estimator to explain and conse- 
quently do not exist. 

Here is an advertisement that can 
be studied with profit by sheet metal 
workers who are in a like situation. 

Note how cleverly this firm has 
made its bid for work. Realizing 
that the job of installing a furnace 
in an old home is more of a task 
than putting it in the new home, but 
also recognizing that the greater 
share of their furnace installation 
work must come from these homes, 
the firm starts by suggesting the 
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INSTALLING AND REPAIRING FUR- 
NACES IN OLD HOMES A SPECIALTY 


Prompt, efficient service, whether the 
job is small or large 


Have our estimator call and give par- 
ticulars and prices without obligation 
to you. 








Agents for the famous Thatcher Furnace. 


Gutters and Skylights 
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Hundreds in use in Austin. 





Austin Sheet Metal Works 


5109 W. CHICAGO AVE.—Phone Austin 0601 





Advertisement Bidding for First Cali. 


- 


AMERICAN ARTISAN AND HARDWARE RECORD 21 


possibility of doing such a job and 
then asking for the opportunity to 
do the work. Thats’ real honest-to- 
goodness business. 





Use of ‘United States’ Is Prohibited 
in Certain Cases of Advertising. 


The use of the words “United 
States” in connection with products 
not made for or under the super- 
vision of the United States Govern- 
ment is officially condemned by the 
Federal Trade Commission. This 
ruling has been handed down by the 
Commission in connection with the 
advertisement and sale of paints and 
varnishes which the Commission 
finds were labeled with words in- 
cluding “United States” or “U. S.,” 
and in some cases accompanied by 
a picture of the figure known as 
“Uncle Sam,” which is popularly 
symbolic of the United States. 

The concerns in question were 
specifically prohibited from selling 
or offering for sale by means of 
labeling, designating or otherwise 
describing or advertising a commod- 
itv as “U. S. House Paint,” “U. S. 
Floor or Utility 
using words of similar import, as 
having been purchased from or man- 
ufactured for, or by, the Govern- 
ment of the United States, when 
such commodities have not in fact 
been purchased from, or manufac- 
tured for, or by, the Government of 
the United States. 


Varnish,” or by 





The Man Who Can Sweeten 
Sour Customers Is Big Asset. 


“He sweetens sour customers,” 
said a big business man of one of 
his employes in explaining why he 
liked him. “We can afford to take 
good care of him because he takes 
good care of us. He is a sort of 
ambassador who represents the firm 
to its customers. We know that we 
can’t sell the goods personally, or 
see all the customers, and it is very 
important that whoever does this 
should come as near as possible to 
representing us, our ideals and our 
methods. 
on the man who can sweeten sour 


We put a very high value 


customers.” 
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Skylights Over Garages and Power Plants Are Ever 
in Demand, and Tin Shops Have Ample Opportunity 


of Making These. 


The Working Drawing Shows How to Make a Pattern of 
a Skylight That Inclines Four Ways, With a Ventilator. 


Written Especially for AMERICAN ARTISAN AND HARDWARE Recorp by O. W. Kothe, Principal, St. Louis 


INNING shops doing tinning 
and plumbing have ample op- 
portunity for making skylights in 
small villages over garages and 
power plants, as well as in cities. 
So here we take on a skylight that 


Technical Institute, St. Louis, Missouri. 


understanding the various miters 
and positions used in the develop- 
ment. Much of this must be asso- 
ciated with the frame work on roofs 
of buildings, and when considered 
in that light, it should come easier. 


strips out of a 30-inch sheet. From 
each point as 1-2-3-4-5-6 in the sec- 
tion “A” extend lines both ways 
parallel with the line B-b. At a con- 
venient place draw the upper venti- 
lator bar U, taking on the shape of 
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inclines four ways and has a venti- 
lator of a rectangular design set in 
the center and to which the various 
bars join. Now skylight work is 
simple in assembling and erecting, 
but for the workman who has done 
little in the laying out of it, gener- 
ally has considerable difficulty in 


Equipped with Skylights of Rectangular Design. 





Garages and Power Plants in Small Towns, as Well as Other Buildings Requiring Top Ventilation, Are Frequently 
The Tinsmith Not Familiar with All Forms of Mitering May 
Save Himself Time and Embarrassment by Studying Carefully the Layout Given. 


We first draw the section through 
common bar and curb, making the 
pitch of skylight to a 30 degree angle, 
as B-b. Then at right angles to it, 
detail the common bar “A”, detail 
it so that it can be made out of the 
7%4-inch strip of metal for average 
work, which enables getting four 












the detail shows by a-b-c-d. Also: 
detail the lower curb to the design 
you wish to make this and this gives 
the shape A-B-C-G-E. 

We next must develop a quarter 
plan of the hip, so we draw any 
line as A-a on a 45 degree angle, 
and from each point in the ventilator 
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“bar U, also from the lower curb, 


we drop lines indefinitely, to inter- 
sect this hip bar a-A. By this 
means, we draw the part plan of the 
curb and the ventilator bar. Next 
reproduce the detail “A” with all 
its points to the positioin of “B”. 
Then from these points extend lines 
parallel to a-A until they intersect 
corresponding lines in the ventilator 
bar and the lower curb, which en- 
ables tracing the miter line as shown. 
These intersections are quite diff- 
cult to see through for a beginner, 
but the workman must watch his 
points and trace his lines of corre- 
sponding numbers until they inter- 
sect, and that is the only way you 
can draw the miter in the ridge and 
the curb. Observe that neither the 
elevation nor the plan represents 
true length, as the elevation gives us 
the altitude, while the plan gives us 
the base. So we take a paper strip 
and set it as at “A” and from each 
point in the bar U, also the lower 
curb, we project horizontal lines to 
this paper strip. Next transfer this 
strip to all its points at right angles 
toa-A of plan. From each point in 
this paper strip “B”, square out lines 
parallel with a-A as plan indefi- 
nitely. Now from each point in the 
miters of ridge and curb, square out 
lines at right angles until they inter- 
sect those from paper strip, as in 
points a-b-c-d and A-B-C, etc. Join 
these points with lines and you have 
the true diagonal elevation of hip. 

To get the true profile of hip bar, 
that is, the angles at which to bend 
the glass shoulders, also to get the 
true girth, reproduce the detail “A” 
with all its points to the position 
“G”, erect lines into section through 
hip and these intersections you can 
trace the outlines for detail “E”. 
Pick this girth from “E” and set it 
off on a line as 1-6 and then develop 
the pattern from the miter lines as 
shown. As both halves of this hip 
pattern are alike, only a half pat- 
tern is here developed, but in the 
shop a full pattern should be laid 
out. 

To develop the jack bar, draw any 
line square from curb, as at “C”. 
Reproduce the detail “B” with all its 
points, as at “C”. From these points 


draw lines to intersect the hip bar 
in plan, which will give this miter 
line as shown. From here lines are 
erected into elevation until they in- 
tersect corresponding lines and that 
will enable you to trace those having 
miter lines for jack bar as shown. 
The only way to get these is to check 
them up and follow them from point 
to point. In setting out the pattern 
the girth can be taken from either 
detail “A” or “C” and is set off at 
right angles to the section through 
common bar B-b. Then draw 
stretchout lines and from each point 
in the miter line’for jack bar, square 
out lines to intersect similar lines in 
sttetchout. Through these intersec- 
tions, draw lines and you have the 
pattern for jack bar. The common 
bar can be laid out in the same way. 
Laps must be allowed for joining 
the various bars together when as- 
sembling the work. 





Schrack Blots Out Business 
Depression with Clever 
Advertising Blotter. 

Enthusiasm for one’s work is a 
valuable asset indeed; in fact, in- 
dispensable to the attainment of suc- 
cess. Combine enthusiasm with 
good, straight thinking and the re- 
sulting precipitate cannot be im- 
proved upon. 

Wellington G. Schrack, Camden, 
New Jersey, may be justly called a 
blotter enthusiast. However, his 


IMPORTANT! 


Do you know that some heater repairs have to be casted, subject to order ? 
That means a wait, of at least thirty days. 


Why not let me look over your heater now, © and see if it is in condition, 
And have it ready, when needed. 


WELLING G. SCHRACK 
118 N. Pouxts Sr.. Cammen. N. J- 


How W. G. Schrack Creates Business. 





reasoning contains sufficient evi- 
dence to assure us that he has an 
abundance of that common sense 
precipitate. The accompanying illus- 
tration shows one of Mr. Schrack’s 
ingenius blotters. He figures that 
a blotter is a most useful article, but 
unfortunately one that is constantly 
missing when wanted. Therefore, 
when received through the mail it 
will be religiously preserved upon 
the desk, instead of being tossed in- 
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to the waste paper basket. Now, a 
blotter utilizes only one side for its 
function as a blotter; therefore, the 
other side, being one and insepar- 
able, must also remain on the desk 
in plain view; therefore, a message 
placed upon this space is constantly 
in plain sight. The illustration 
shows Mr. Schrack’s latest blotter 
message. These blotters produce 
results, Mr. Schrack assures us, and 
he knows because he has been using 
this method of advertising for a long 
time. 





Harrington & King Perforating 
Company, Chicago, Moves 
Into Spacious New Home. 

Everyone has seen the advertise- 
ments which depict what at first 
blush appears to be a very good 
brand of Swiss cheese, but in real- 
ity is the perforated products of the 
Harrington & King Perforating 
Company, 610 North Union Street, 
Chicago, Illinois. 

This company has worked up a 
successful business in perforating 
metals of all kinds—steel, zinc, 
brass, copper, tinplate, for screen- 
ing, ventilating and draining. 

The growing trade of this Com- 
pany has made it necessary to seek 
larger quarters, and after October 1 
the Company will be in its new 
home, 5649 Fillmore Street, Chi- 
cago. 

You See, Our Friends 
Find AMERICAN ARTISAN 
Indispensable. 

Just another 
that we are in the front rank in our 
line. 

To AMERICAN ARTISAN : 

Should the enclosure not conform 

to your rules, kindly adjust same. 


unsolicited proof 


I appreciate your indulgence and 
admit that procrastination is a vice 
in this matter. Your magazine is 
too valuable to the worker in Sheet 
Metal; he can not afford to miss a 
single copy; to the executive it is 
invaluable as a ready reference. 

C. H. WAGNER. 

Des Moines, Iowa, September 17, 
1923. 
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Regal Got His Money Back in His First Month's 
Work Retinning Milk and Ice Cream Cans. 


Elyria, Ohio, Sheet Metal Contractor Did Three Jobs of Re- 
tinning That Brought More Than the Entire Purchase Price. 


UITE frequently inquiries come 
O to AMERICAN ARTISAN asking 
where retinning outfits 
bought, and how much they cost. 

In most instances these inquiries 
are based upon requests made by 
managers of dairies, ice cream fac- 
tories and kindred establishments lo- 
cated in smaller towns, but occasion- 
ally they were also originated in 
cities large Denver, Des 
Moines, Omaha, Kansas City, thus 
showing that the demand is not con- 
fined to rural communities. 

In the following we cite the case 
of J. E. Regal, of the Elyria Auto 


can be 


as as 


Shipment was made early in July 
this year, but instead of paying the 
bill in small installments Mr. Regal 
squared up by August 15th, the en- 
tire purchase price being received 
by him, in addition to a liberal profit 
for three jobs that he did for the 
ice cream people and 75 milk cans 
for a creamery. 

A retinning department will be 
found a very convenient addition to 
the regular activities of a sheet metal 
shop, because with it the employes 
who would otherwise be idle in 
stormy weather can be kept busy 
putting into usable condition ice 
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Outfit Used for the Re-tinning Department. 


. 


Radiator and Lamp Company, 70 
Broad Street, Elyria, Ohio. 

Mr. Regal had had several re- 
quests from ice cream makers to re- 
tin their cans, which they had been 
shipping to Cleveland, thus having 
to pay freight both ways and also 
having to wait for a considerable 
time to get their cans returned. 

He got in touch with W. V. Cal- 
lender, 14 South Jefferson Street, 
Chicago, and purchased from the 
latter a retinning outfit, agreeing 
to pay a certain amount in cash and 
certain other amounts each month, 
until the outfit was paid for. 


cream and milk cans, and at the 
same time produce a nice profit for 
the contractor. 

The usual price for retinning a 
ten gallon milk can ranges from 
$1.75 to $2.25 each, with an extra 
charge for the cover, ranging from 
15 to 25 cents. 

When you consider that a re- 
tinned and resoldered can is really 
better than most of the new cans 
that can be bought at around five 
dollars in lots of 25, the charge is 
very reasonable and sheet metal con- 
tractors can well afford to make a 
special effort to secure work of this 
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sort, because it comes usually at a 
time when other activities are slow. 

In addition to cans, there will be 
found many other articles that can 
be made serviceable again, after the 
original coating has been worn off, 
such as meat hooks, restaurant and 
hotel cooking ware, dish pans, ete, 
All the contractor has to do, once 
he has installed a retinning outfit js 
to let people know that he js 
equipped to do that sort 8f work. 

The accompanying _ illustration 
shows a very simple and inexpen- 
sive outfit, the price of which runs 
to about $150.00, to which must, of 
course, be added the tin used in the 
retinning process. The tin and the 
tinning fluid, however, are the only 
items that involve additional outlay 
as the work goes on, as the tanks, 
the tin pot and the small tools will 
last a long time. 





Maplewood Machinery Campane 
Will Build Larger Quarters. 


Ground has been broken and all 
arrangements made for the new 
home of the Maplewood Machinery 
Company, located at 2547 
Fullerton Avenue, Chicago. 

The new building in which office, 
salesroom and warehouse space will 
be provided is to be at the corner 
of Tallman and Fullerton Avenues, 
two blocks west of the present loca- 
tion; it will be two stories high and 
with a front of 73 feet on Fuller- 
ton, going back 141 feet, thus pro- 
viding much needed room for the 
fast growing business. 


now 





Thank You! Mr. Abraham. 
Your Suggestion Is 
Well Founded. 

We are always glad to receive 
suggestions from our readers. Note 
this one from W. H. Abraham, 4834 
Magoun Avenue, East Chicago, In- 
diana : 

should like to add that 
you publish a first-rate magazine, 
except for one reason: Why do yot 
print Mr. Kothe’s problems on one 
side of the page and the description 
on the other? It makes it rather 
hard to follow. 

W. H. ABRAHAM. 
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Success in Business Consists in Doing the Right 
Thing at the Right Time in the Right Way. 


Careful Planning Creates Logical Ideas Which Can 
Be Worked to a Logical Conclusion, Says Greenberg. 


Written Especially for AMERICAN ARTISAN AND HARDWARE RECORD by 
J. C. Greenberg, Cleveland, Ohio. 


ACK HENSHAW and I were 

discussing a mutual friend by 
the nickname of “Bizzy Izzy.” 
Bizzy got his nickname because he 
was always in a hurry about some- 
thing. He was always busy and full 
of million-dollar schemes. One day 
it was real estate, and another day 
it was oil stocks or something. He 
was just a mediocre sort of a fel- 
low and didn’t seem to get ahead to 
any great extent. He 
without getting any results finan- 
cially. 

“It seems funny, doesn’t it,”’ said 
Jack, “how that fellow, Bizzy Izzy, 
is always getting schemes that bring 
him nothing whatsoever? He will 
start something that looks good, but 
something else happens that pre- 
vents him from pulling it through.” 


was busy 


“There is nothing funny about it 
at all,” I replied. “He starts a 
thing; but he does not plan ahead. 
He seems to go like the devil for a 
while, and then he peters out. He 
reminds me of a fast race horse. 
He can go fast for a minute or two, 
but cannot keep it up for a long 
time. Put a race horse to a wagon 
for a long pull and he would not be 
worth his oats.” 

“You are right about that,” Jack 
answered. “He seems to go fast for 
a little while, but he cannot go far 
enough for a long time.” 

“Yes,” said I. “The fast busi- 
ness man cannot last long. It takes 
business endurance and a long, 
steady pull to bring the load across 
to where it is going. Bizzy Izzy 
always has a perfectly good alibi as 
to why things fall through, but 
when you sum it all up, he has noth- 
ing for his pains except alibis.” 

“What do you suppose is the mat- 
ter with him?” Jack asked. 

“Well,” I said, thoughtfully, 
“the main thing is that his schemes 
are not analyzed by himself thor- 


oughly enough. He looks over the 
surface of a proposition and does 
not study the inside of it. It looks 
good to him because he does not 
look for possible flaws. As long as 
the good that he sees works out he 
goes fast, but when a _ stumbling 
block appears he gets all bawled up, 
and it is all off.” 

“T have noticed that very thing,” 
Jack admitted. “If he would only 





Success in the Making 
UCCESSFUL business men 


are successful because they 
are not afraid to work; they 
have a set of principles by 
which they guide themselves 
and their businesses; they as- 
sociate with success; they make 
it their friend and it helps them 
to be better successes. 
Successful men do not try to 
do too many things at one time; 
they take one thing at a time 
and work it through before be- 
ginning something else. 
Greenberg says that success 
is doing the right thing at the 
right time in the right way. The 
successful elements of any 
proposition take care of them- 
selves, while the mistakes cause 
failure. 











take his time about the beginning he 
would have a better ending.” 
“That is just it,” I agreed. “He 
never looks at the end of a proposi- 
tion. There are many men just 
like Bizzy Izzy. They do not ana- 
lyze anything. If some business 
men would only plan ahead a little 
and look a proposition full in the 
face, they would become better rea- 
soners and make fewer mistakes. 
You see, Jack, reasoning is nothing 
more than placing mistakes against 
successes. If there are possible mis- 
takes in a proposition, a reasoner 
will try to fix them. The success- 
ful elements in any proposition take 
care of, themselves, while the mis- 
takes cause failure. It is the abil- 
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ity to fix mistakes that makes a man 
successful in business.” 

“You are right about that state- 
ment. I really never have looked at 
it in that light,” said Jack, with a 
smile. 

“It is a fact just the same, Jack,” 
said 1. “The greatest failures make 
the most mistakes and that is what 
makes them failures. Successful 
business is simply the doing away 
with mistakes.” 

“It does seem so,” replied Jack. 

“It not only seems so, but it is so,” 
I answered. “Success is doing the 
right thing at the right time, in the 
right way. If this does not come 
out so, it is because some mistake 
has stopped it. Many business men 
do not stop to reason it out this 
way, and when failure comes they 
simply set it down to hard luck and 
take the consequences. They suffer, 
and their creditors suffer, and the 
customers suffer. All suffer.” 

“True as gospel,” was all that 
Jack said. 

“Sure it is, Jack,” I went on. “If 
you stop to look at it right, you will 
find that failure is gone 
wrong. Success is right, and failure 
is wrong. Right method is success, 
and mistakes are failure. They are 
directly opposite to each other, and 
opposites repel each other. Careful 
planning creates logical ideas, and 
logical ideas are attracted to each 
other. Attraction is harmony. Op- 
posites repel each other, and where 
there is repulsion, inharmony is cre- 
ated, and inharmony is failure.” 


success 


“You are right when you say that 
mistakes and failure always go to- 
gether and that right method brings 
success,” agreed Jack. “Failure is 
indeed success gone wrong.” 


“Take it in the case of Bizzy 
Izzy,” said I. “He means perfectly 
well, but he does not bring the right 
things together to make success. He 
seems to put all of his ideas that 
are good and those that are bad in 
the same basket. He does not sort 
them out properly, and the result is 
that if there are more negative or 
bad ideas than there are good ones, 
the inevitable results are always 
failures. Bizzy Izzy fails more 
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times than he succeeds. That is why 
he is a failure.” 

“That is just what is the matter 
with him, since you explain it as you 
do,” said Jack. “What is the cure 
for such cases?” . 

“The cure is to analyze properly,” 
I replied. “To reason things right.” 

“But everybody cannot do this,” 
protested Jack. “All business men 
cannot be good reasoners.” 

“That is true,” I agreed. “That 
is just why so many business men 
are failures. They cannot or will 
not reason. The business world has 
long ago realized this, and in order 
to get better reasoning powers they 
all get together in groups and help 
each other reason out the perplex- 
ing business problems. These 
groups are called Associations. Bus- 
iness associations have done more 
for business than has any other 
agency. The business man who 
does not belong to at least one asso- 
ciation is keeping his eyes and ears 
closed to success.” 

“Come to think of it, you are 
right,” said Jack, with cheerfulness. 
“T have noticed that all of the busi- 
ness associations and clubs are com- 
posed of successful business men, 
and those who do not take any in- 
terest in such things are usually the 
failure kind, who cannot solve their 
business problems.” 

“Of course, that is so,” I an- 
swered. “They are successful men 
because they associate with success. 
They make success their friend and 
it helps them to be better successes. 
You will not find any smart Alecs 
and Bizzy Izzies among them.” 

Now, friend, I hope you are not 
a Bizzy Izzy, who is always trying 
to do too many things at once. Re- 
member that a full-blooded race 
horse can go very fast—but not far. 
You, as a. business man, cannot run 
your business too fast and get far. 
You need other men to help you to 
success. You cannot get success all 
by yourself. If you will look about 
you, you will find that in every little 
success that you have made there 
was someone else with you to help. 
Business men are just like a brass 
band in which the leader is very 
prominent. With all of his promi- 


nence, he cannot play all of the in- 
struments at once. Each musician 
helps the other one keep in harmony. 
Business is a brass band in which 
every business man plays his own 
instrument, which must harmonize 
with the rest of the instruments. 
The Bizzy Izzy musician who tries 
to play a dozen instruments at once 
will soon become a sort of a jazz 
business man and he will fail. Bea 
real business musician and study 
your music so that you will know 
the right note from the wrong one. 





Lessons from ‘“‘Old Timers”’ 
on How to Advertise a 
Repair Department. 

If you want to learn something 
about how to advertise your repair 
department, take a look at the ad- 








On the Jump! 


"Ths the way we go after 
repair work. 


When yout roof leaks you want 
“sudden service.” 





We don’t use the kind of tin that 
needs mending. 

Our roofs last because we use the 
old-time, hand-dipped tin—the Tar- 
get and Arrow brand, made by a 
house of more than 110 years’ 
standing. 

Call on tts when you have any roof 
work to be atfended to. 


DEWEESE 


PHONE MAIN 4695 
814 Barr Street 


FORT WAYNE, INDIANA 








a 





vertisement reproduced herewith. 
De Weese knows how to make his 
appeal. He knows that it is useless 


September 22, 1923, 


to dwell upon indefinite generalities, 
and so, in his copy he gets right 
down to the point ina hurry. “On 
the jump.” What for? To repair 
your roof when it needs it, not after 
the water from a sudden, unexpect- 
ed rain storm has drenched your 
hay crop which you thought was 
snugly protected from the ravages 
of inclement weather. “Sudden 
Service.” That’s just what you 
want in a time like that. Anyone 
can repair a roof if they have all 
day to do it. “Why do our roofs 
last?” you ask. “We don’t use the 
kind of tin that needs repairing.” 
How’s that? Well, we buy our sup- 
plies from a house with 110 years’ 
standing—surely a _ record long 
enough to establish almost any- 
body’s reputation for square dealing 
and quality materials. 

Here is a pure, plain, simple state- 
ment of fact with no garbling of 
words, no misleading generalities. 
The man has a message and he gets 
it across in a way that brings him 
the business. 





The Story of Yesterday and Today 
Tells of Lasting Quality 
of Copper and Brass. 


A beautifully illustrated and ex- 
cellently printed sixteen-page—pam- 
phlet we were going to say, but this 
word hardly fits this publication, 
for each page is 10x16 inches—has 
been prepared by the Copper & 
Brass Research Association. 

As an example of fine printing it 
is interesting, but to the sheet metal 
contractor it is of far greater im- 
portance, for in its pages are shown 
some of the many thousands of ex- 
amples of the successful application 
of these two metals for building 
purposes, such as roofs of resi- 
dences, great towers, statuary, store 
fronts, cornices, gutters and down- 
spouts, friezes, marquises, doors, 
etc. 

The reading matter will also fur- 
nish the contractor with convincing 
arguments as to why the use of cop- 
per, brass and bronze is desirable 
from the standpoint of durability. 

Copies of this valuable and very 
instructive “pamphlet” may be ob- 
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tained by writing to the Copper & 
Brass Research Association, 25 
Broadway, New York City. 





Secretary Mooney Tells Ohio 
Sheet Metal Contractors 
About Compensation Rates. 

The following letter has been re- 
ceived from Secretary George F. 
Mooney, of the Ohio Sheet Metal 
Contractors, in which he tells what 
has been accomplished in the matter 
of adjusting accident liability rates 
of the “Employers’ Accident Fund,” 
which is operated by the State of 
Ohio. 

Mr. Mooney urges all members 
as well as other sheet metal con- 
tractors in the state to work and 
vote for the support of the Consti- 
tutional Amendment, by which the 
so-called “Open Liability” will be 
eliminated. 

His letter follows: 

To AMERICAN ARTISAN: 

We are enclosing a tabulation of 
the new rates of the “Employers’ 
Accident Fund” (Workmen’s Com- 
pensation) as recently revised, ef- 
fective on renewals July 1, 1923. 

Of the 762 active classifications, 
64 per cent are lower than the pre- 
vious year, 22 per cent remain un- 
changed and 14 per cent are in- 
creased. 

A dividend of $2,500,000 has 
been declared by the Commission, 
payable to subscribers to the fund 
of six months’ standing, on the re- 
newal adjustment following July 1, 
1923. This dividend will be com- 
puted as 25 per cent of the premium 
developed by the risk. 

The fund shows an unencumbered 
balance of $2,240,416.63, which is 
retained to meet fluctuations in the 
experience of the fund due to indus- 
trial changes. This is in addition to 
the reserve to cover awards already 
made of $34,382,866.40 and the re- 
serve, required by statute, to meet 
catastrophe losses of $1,467,706.21. 

January 1, 1924, House Bill Num- 
ber 591 becomes effective. This law 
reduces the number of employes 
necessary to become subject to the 
act from five to three, increasing the 
compensation benefits from a maxi- 


mum of $15.00 per week to a maxi- 
mum of $18.75 per week, and in 
death cases a maximum of $5,000 is 
increased to $6,500. 


Our members should be brought 
to realize that the insurance rate is 
made on the accident experience of 
the various groups and that a thor- 
ough-going campaign to study the 
experience of their groups and the 
point of, nature and cause of the 
accidents will result in a material 
reduction in their rates. We con- 
sider it worth while to, and we will 
in the near future, prepare a pro- 
gram for such a campaign. 


Do not fail to start immediately 
to prepare for the support of the 
Constitutional Amendment, at the 
November election, to eliminate the 
“Open Liability.” We will send you 
some data soon. 


Don’t hesitate to call on us for 
any information you are needing on 
any subject and we will try to be of 
some service to you. 

Very sincerely yours, 
GeorGE F. Mooney, 
Secretary. 


Accompanying Secretary Moon- 
ey’s letter there is also a statement 
showing how rates have been modi- 


fied, as follows: 


Manuel Old New 

Number Rate. Rate. 
5101 Metal Ceiling Work, in- 
stallation away from 

swndeentunndeenas $2.00 $1.75 


(heaters or _ stoves), 

putting together and 

setting up in private 

residences only......... .50 -50 
5541 Galvanized Iron and Sheet 

Iron Workers (erect- 

ing and repairing), in- 

cluding metal iron work 

for reinforced concrete 3.30 2.75 
6545 Roofers (not otherwise 


I iccncnawanene 4.50 3.50 
3063 Metal Ceiling Manufac- 

BSR e te ReRh aeeae 1.25 1.25 
3065 Tinsmiths (in shop)..... -60 .50 
3066 Sheet Metal Workers 

SO eres 1.70 1.30 


3075 Coppersmiths (shop only) 1.70 1.75 
3170 Stove Manufacturers, 
"2 ee ree 1.30 1.00 
3173 Furnace Manufacturers, 
house heaters.......... 1.15 1.00 
3210 Stamping metal works.. 8.00 6.50 





Who Makes “‘Nor-Hone”’ 
Razor Hone? 


To AMERICAN ARTISAN: 
Can you tell me who makes the 
razor hone called “Nor-Hone’’? 
Yours very truly, 
SUBSCRIBER. 
——, Wisconsin, September 21, 
1923. 
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Conducting Rain Water 
Around Roof Obstructions.* 


Scuttle holes, skylights and chim- 
neys are often so placed in relation 
to the roof as to make it impossible 
for the eave trough to hang the full 
length of the roof. Skylights, 
however, are usually located near 
the center of the pitch of the roof, 
between the eave and comb, which 
simplifies its handling. 

Under any circumstance, it is ad- 
visable to have the top end or side 
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flashed over a “v” shaped strip of 
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wood. High in the center, to pro- 
vide against “dead water” standing 
above the frame, in case of a sink 
or sag in the timbers. Jf desired, 
the water can be directed either 
right or left entirely, by placing a 
narrow board tapered to a feather- 
edge back of the frame, with the 
thick end of the board under the 
end of the tin flash, from which the 
water should drain. 

When a chimney is built partially 
outside of a shed roofed addition to 
a building, offering interference as 
mentioned, the hanging trough is 
hung on the clear end of the eave, 
closely abutting the chimney. The 
remainder of the water is caught by 
the top chimney flash, which is ex- 
tended on past the chimney to the 
gable. It is continued on past the 
chimney on the opposite side for 
some little distance until it flows out 
upon the roof. 

If the obstruction is near the cen- 
ter of the roof, and of a considerable 
length, and it is necessary to have 
all the water diverted one way, a 





*Written especially for AMERICAN 
ARTISAN AND HARDWARE RECORD 
by . 8. Bonbrake, County Hospital, 
Peoria, Illinois. 
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board two to three inches high (ow- 
ing to capacity required) may be 
used to construct a small channel 
acting in the same way as a regu- 
lar roof gutter. 

This may be taken in as part of 
the obstruction flash, and carried on 
as far as required. The water caught 
thus will empty upon the roof again, 
and eventually into the hanging 
trough. 





Eternal Vigilance Is the Price 
of Mercantile Success. 


When the boss is on his toes, 
watching every minute everything 
that goes on, business is bound to 
move smoothly and the good-will of 
every man, woman and child who 
enters the door conserved and the 
store assured that they will come 
back. 





Sikkenga Brothers Add to Income 
By Making Metal Stands 
for Concessionaires. 

Sikkenga Brothers, sheet metal 
contractors in Kalamazoo, Michi- 
gan, are making quite a nice addi- 
tional profit on a “side line” that 
they have recently started—a con- 











Concession Stand Made by Sikkenga 
Brothers, Kalamazoo, Michigan. 


cession stand for fairs, amusement 
parks, etc. 

The stand is shown in the accom- 
panying illustration and measures 
nine feet in height and approxi- 
mately the same in width. The in- 
side height is about 6% feet. 
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As will be noted, the stand is of 
regular hexagonal. shape and is 
topped off with a ventilator of stand- 
ard type, each side being 4% feet 
wide. 





Here Is Another Good Way 
to Profit from Reading 
Your Business Paper. 


Use your business paper through 
its advertised lines, write for man- 
ufacturers’ names of the class of 
merchandise where you are weak. 
Go after one weak spot at a time, 
get the best you can, show it up, 
get it going, then go after the next 
weak place. Thomas Lipton at- 
tributed his success to the fact that 
he was always looking for new mar- 
kets, others to the fact that are al- 
ways looking for better merchandise 
for their customer’s satisfaction. 




















Notes and Queries | 





“Hess” Furnace. 


From H. W. Roe Roofing and Sheet 
Metal Company, 118 North Fourth 
Street, Zanesville, Ohio. 


Will you kindly inform us who 
manufactures the “Hess” furnace? 
Ans.—Hess Warming and Ven- 
tilating Company, 5 North La Salle 
Street, Chicago, Illinois. 
Marshalltown Rotary Shear in 
Chicago. 


From J. F. McNider, 1844 Irvin® Park 
Boulevard, Chicago. 


Please tell me who sells the Mar- 
shalltown rotary shear in Chicago. 
Ans.—Maplewood Machinery 
Company, 2547 Fullerton Avenue, 
and Tinners’ Machinery Works, In- 
corporated, 30 South Clinton Street. 


Repairs for “Jewel” Furnace No. 40. 


From Mr. Murray, Messinger Paper 
Company, 180 West Randolph 
Street, Chicago. 


Please advise me where I can se- 
cure repairs for the “Jewel” fur- 
nace No. 40. 

Ans.—Northwestern Stove Re- 
pair Company, 20 West Lake Street, 
Chicago, Illinois. 

O. K. Acetylene Gas Generator. 


From DeWaters and Howard, Aurora, 
Nebraska. 


Who makes the O. K. acetylene 
gas generator? 
Ans.—This was at one time made 
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by the Norman Manufacturing 
Company, Des Moines, Iowa, now 
out of business. This concern left 
no successors. 

Steel Furnace Brushes. 


From Louis Magin, 317 South Wyman 
Street,. Rockford, Illinois. 


I should like to know where I can 
buy steel brushes for cleaning fur- 
naces. 

Ans.—Manny Heating Supply 
Company, 131 West Lake Street, 
and Chicago Furnace Supply Com- 
pany, 1278 Clybourn Avenue ; both 
of Chicago, Illinois; and Haynes- 
Langenberg Manufacturing Com- 
pany, 4057 Forest Park Boulevard, 
St. Louis, Missouri. 


Repairs for “Carton” Furnace. 


From T. Redmond Sons, 1648 Ogden 
Avenue, Chicago, Illinois. 


Where can we get a firepot for 
the “Carton” furnace? 

Ans.—From the manufacturers, 
International Heater Company, 1933 
Wentworth Avenue, Chicago, IIli- 
nois, or Northwestern Stove Repair 
Company, 20 West Lake Street, 
Chicago, Illinois. 
Blades for “Todd” Cutting Nippers. 


From O. E. Schlessler, 4949 North 
Tripp Avenue, Chicago, Illinois. 


Kindly inform me who handles 
blades for cutting nippers marked 
No. 3 Todd’s Patent. 

Ans.—Bullard and Gormley, 54 
East Lake Street, Chicago, Illinois. 

“Forest City” Heating Stove. 
From C. Hauber, Frankfort, Indiana. 


Will you please advise me who 
manufactures the “Forest City” 
heating stove, No. 219, as I desire 
to secure repairs for it. 

Ans.—This was made by the Fox 
Furnace Company, Elyria, Ohio, 
and you can secure repairs from 
the Northwestern Stove Repair 
Company, 20 West Lake Street, 
Chicago, Illinois, also. 

Radiator Shields. 


From The Hoover Furniture Com- 
pany, Hartford City, Indiana. 


Kindly tell us who makes shields 
for hot water radiators that go over 
the top of the radiator and down 
against the wall. 

Ans.—Fred J. Meyers Manufac- 
turing Company, Hamilton, Ohio; 
A. C. Kraft, 159 West Lake Street, 
Chicago, Illinois, and Art Metal 
Radiator Cover Company, 2259 
Oakdale Avenue, Chicago, Illinois. 
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Sixty Per Cent Hunting Goods Sales Increase from This 
Life-Like Window Display. 


Take a Few Suggestions from a Man Whose Skill 
and Untiring Efforts Produced Excellent Results. 


l-EW colored leaves, a reindeer, 

bear, some guns and shells, 
hatchets and compasses, combined 
with artistic touch of Arthur F. 
Rogers, and Presto! we have a hunt- 
ing goods window display which in- 
creased the sporting goods sales of 
the Adirondack Hardware Com- 
pany, Saranac Lake, New York, 
sixty per cent, as well as greatly 
increasing the popularity of the 
store. 


what he has to say regarding the 
window : 

“The center and striking 
object of the display was a life- 
sized deer, placed in the center of the 
window, 


autumn 


most 


with a background of 
branches, on 
hunting 


equipment as rifles, cleaners, etc., 


leaves and 


which was placed such 


which was sure to stop the real 
sportsmen and passersby. 
“On either side of this window 


business about sixty per cent. It 
was left on display three weeks, dur- 
ing which time it held its drawing 
power.” 


‘Sales’ for AMERICAN ARTISAN 

Window Display Competition. 
AMERICAN ARTISAN AND HAarp- 

WARE Recorp has an earnest desire 


better under- 


to help promote a 





Arthur F. Rogers, 23 Ampersand Avenue, Saranac Lake, New York, Arranged This Attractive Hunting Goods Window 
Display for the Adirondack Hardware Company. The Pulling Power of This Window Display Increased the 


Sporting Goods Sales by Sixty Per Cent. 


The window display that can in- 
crease the sales of one department 
by sixty per cent deserves all the 
consideration that can be given it. 
The object of a window display is 
to suggest; to train of 
thought working in the mind of the 
person passing the window favor- 
Mr. Rogers has 


start a 


able to the store. 
succeeded very well, and here is 


were arranged other necessary 
equipment, such as baskets, hatchets, 
compasses, etc., and on one side a 
life-sized black bear, guarding his 
bitter enemies, shotguns and _ shot- 
gun shells. 

“The remaining background con- 
sisted of a variety of birds. 

“This window held great attrac- 
tion, increasing our sporting goods 


standing of the basic principles of 
window trimming. Its desire to be 
of service to the retail clerk is so 
strong that it is offering $100.00 in 
cash prizes—$50, $25, $15 and $10 
—for the four best window displays 
arranged, photographed and sent to 
the office of AMERICAN ARTISAN 
AND HARDWARE Recorp, 620 South 
Michigan Boulevard, Chicago, Illi- 
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nois, not later. than January 12, 
1924, when the Window Display 
Competition closes. See our issue 
of September 15, page 30, for in- 
structions and conditions. 

The primary purpose of this com- 
petition is to stimulate interest in 
window trimming work. There is 
nothing better than good, healthy 
competition to bring out the best 
talent there is, and we all know 
that the hardware trade does not 
lack ability in this line. 

The unquestioned success which 
we have had in this work in previ- 
ous years increases our confidence 
that we are on the right track, and 
we want to have at least one—more 
than one if possible—photograph of 
a window display from every store 
into which AMERICAN ARTISAN en- 
ters. The greater the number of 
photographs which we receive, the 
keener will be the competition, and 
the greater will be the laurels which 
the prize-winners will receive. Our 
system of judging is absolutely fool- 
proof, and each photograph stands 
or falls by its own merit. Join the 
family of competitors! 

“Be a hero in the strife.” 





Standardization Means Less Cost 
and Therefore Greater Profits 
to Maker and Seller. 


Definite progress in the movement 
to eliminate waste in industry is be- 
ing made in a number of important 
lines, according to a bulletin just 
issued by the Fabricated Production 
Department of the Chamber of 
Commerce of the United States. 

The bulletin states that “industry 
is no longer thinking of simplifica- 
tion and standardization as activities 
which may stifle initiative or inter- 
fere with service to the trade. No 
confusion can result if it is kept 
clearly in mind that the objective is 
the elimination of waste which is to- 
day obstructing industrial progress.” 

One of the most outstanding sim- 
plification programs was adopted 
July 12, 1923, at a meeting of retail 
dealers, farmers’ organizations and 
manufacturers representing 85 per 
cent of the wire field fence produc- 
tion of the country. Sizes, types 








and varieties of wire fence were re- 
duced from 552 to 69. This action 
carried with it a reduction of fence 
packages from 2,072 to 138. The 
simplified schedule was to become 
effective September 1, 1923, for new 
production, and stocks of discon- 
tinued lines are to be cleared by Jan- 
uary 1, 1924. 

Early in September the manufac- 
turers of warm air registers adopted 
resolutions to standardize the sizes 
of registers and base extensions, 
thus reducing the number of sizes 
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necessary to carry in stock by nearly 
two-thirds. 

Conferences have also been held 
in many other industries with the re- 
sult that many unnecessary sizes and 
types have been or will be omitted 
in the near future. 

All of these conferences have 
been held under the joint auspices 
of the Division of Simplified Prac- 
tice of the Department of Commerce 
and the Fabricated Production De- 
partment of the Chamber of Com- 
merce of the United States. 


What You Miss by Not Being a Member of 


Your Trade Organization. 


W.C. Thomas Points Out Some of the Many 
Benefits from Active Membership in Such Bodies. 


HOSE who are active in trade 

organization work all realize 
the great benefits that come not only 
to the membership in general, but to 
the individual members—and also 
that non-members receive many 
benefits to which, strictly speaking, 
they are not entitled. 


These non-members, however, 
fail to realize that they are missing 
some of the greatest benefits of such 
organizations, because they are not 
members. 


The following address, delivered 
by W. C. Thomas of the Tampa 
Hardware Company, a _ former 
President of the Southern Hard- 
ware Jobbers’ Association, is, there- 
fore, worthy of the special attention 
of such men in the hardware and 
kindred lines who have as yet not 
affiliated themselves with their trade 
organization : 


Address of W. C. Thomas. 


The purpose of this program—to em- 
phasize the benefits of trade associations 
—finds ready and agreeable response 
from me, because I have always been a 
strong believer in such associations and 
have had innumerable instances in mv 
business life of their value. 


I presume the committee intends that 
each of us appointed on this program 
is to speak on the particular association 
with which his business is allied. This 
is a peculiarly happy theme for me, be- 
cause the Southern Hardware Jobbers’ 
Association, of which the Tampa Hard- 
ware Company has been a member for 
seventeen years, is one of the greatest 
and most efficient organizations of its 
kind in the United States, and its impor- 


tance and standing in the trade is every- 
where recognized. 

The Southern Hardware Jobbers’ As- 
sociation extends from Washington, D. 
C., to El Paso, Texas, and includes in 
its membership practically all the hard- 
ware jobbing concerns in the entire 
South It maintains permanent head- 





W. C. Thomas. 


quarters with a secretary in charge and 
keeps constantly in touch with all devel- 
opments affecting the hardware business, 
which information is immediately com- 
municated to all members. Its Board of 
Directors devotes much time to the busi- 
ness of the Association and holds fre- 
quent meetings to discuss hardware 
affairs and to make recommendations to 
members as to business policies and pro- 
cedure. The service of the Association 
is thoroughly coérdinated, and those who 
become members often wonder how they 
conducted their business properly and 
successfully before they joined the or- 
ganization. 

One of the great advantages the Asso- 
ciation offers is the close touch it keeps 
with the manufacturers. Once a year 





os 


ie 
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the Southern Hardware Jobbers’ Associ- 
ation and the American Hardware Man- 
ufacturers’ Association hold a joint 
convention, the officers, committees and 
members of both associations working to- 
gether harmoniously for closer relations 
and improved policies, and reaching and 
maintaining a thorough understanding 
which promotes better business all along 
the line. The result is that every job- 
bing house holding a membership in gur 
Association is receiving continuous bene- 
fits from the service of these men who 
devote much of their time to the inter- 
ests of the hardware trade as a whole. 

It has been my good fortune to be 
actively connected with the Southern 
Hardware Jobbers’ Association for many 
years, having served it as Committee 
Chairman, as Member of the Executive 
Committee and as President; and I am 
therefore amply qualified from actual 
experience to testify to the good work it 
does and to the remarkable improve- 
ments it has effected in the trade. The 
President of the Tampa Hardware Com- 
pany, Peter O. Knight, is the general 
counsel of the Association, so that 
Tampa’s connection with the Association 
is unusually intimate and influential. 

No stronger testimonial to the value of 
trade or craft organizations can 
offered than the remarkable change in 
business methods in the hardware trade 
which has followed the operation of our 
jobbers’ association. Before this organi- 
zation was effected, the hardware trade 
was entirely individualistic—it was a case 
of “every man for himself,” and either the 
devil or the bankruptcy courts got the 
“hindmost.” Much of the business was 
done on the “cut-throat” plan. There 
was no mutuality of interest or codpera- 
tion to obtain the best results. Under- 
hand methods were frequently resorted 
to, competition reached the point of in- 
tense ill-feeling and enmity and, in many 
cases, jobbers in the same city would not 
speak to each other. Such a state of 
affairs was extremely unpleasant to the 
merchants themselves and far from satis- 
factory to their customers. 

Organization changed all this. It im- 
mediately brought about a better under- 
standing. Jobbers were made to realize 
that there could be competition without 
throat-cutting—that it could be truthfully 
the life of trade, instead of, as under the 
old methods, the death of trade. Friend- 
ly relations exist between the members 
of the Southern Hardware Jobbers’ As- 
sociation—not merely business friend- 
ships, but warm, personal friendships. 
One house does not hesitate to call the 
attention of another house to any matter 
affecting the interests of the trade. 

Relations are so cordial and genial 
that a meeting of the Association is 
something like a Rotary meeting—there 
are no “Misters”—all “Johns” and “Bills” 
and “Jims.” I don’t think that I receive 
one letter in a hundred from members 
of the Association that uses the formal 
“Dear Sir”—it is always “Dear Walter.” 
This spirit of personal relationship tends 
to better and cleaner business. We now 
see very few instances of the old rough 
and tumble, “might is right” style of 
merchandising. It is all on a higher 
plane. And this is due entirely to the 
influence and service of the trade asso- 
ciation, which has brought the jobbers 
of the South into harmonious cooperation 
for the benefit of all. 

I understand that the purpose of this 
phase of Rotary activity is to promote 
the adoption by all trade or craft organi- 
zations of the Rotary Code of Business 
Ethics or something approximating 


thereto. By securing an accurate reg- 
ister of the Rotarians who are members 
of such organizations, it will be possible 
to work upon these organizations, 
through individual Rotary members, to- 
ward the adoption of codes of ethics. 
This purpose is to be commended. Not 
only every trade organization, but every 
individual business concern should have 
a code of ethics—and you cannot find a 


* better one than the Rotary code. It has 


been the endeavor of the officers and 
directors of the Southern Hardware Job- 
bers’ Association to conduct its affairs in 
a strictly ethical manner; though our 
code is unwritten, we have one and we 
try to live up to it. 

After all, it may be truthfully said 
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that all codes of business ethics are 
founded upon and could be condensed 
into the Golden Rule—and Rotary has 
been defined as “the Application of the 
Golden Rule to Business.” The _ busi- 
ness that ignores this principle cannot 
long succeed. If the present Rotary 
movement shall result in introducing into 
the trade associations of this country a 
stronger regard for and a closer observ- 
ance of the Golden Rule, it will have 
accomplished wonderful results. It will 
be my purpose and pleasure to continue 
to urge upon my associates in the South- 
ern Hardware Jobbers’ Association the 
importance and the advantage of the 
highest standards of ethical business 
cohduct. 


W hich Is Easier—Cutting Y our Expenses One 
Per Cent or Increasing Your Business 
Twenty Per Cent 


Charles S. Meach Maintains That Hardware Re- 
tailers Must Find Means of Reducing Expenses. 


T the recent annual meeting of 
the National Association of 
Winchester Clubs, Charles_ S. 
Meach, Lakeview, Michigan, deliv- 
ered a very interesting address deal- 
ing with the rising cost of doing 
business, from which the following 
is quoted: 
“How can we reduce the cost of 
doing business? If we will review 





A PROFITABLE EQUATION 
1% Less Expense 
equals 
20% More Sales 


THE PROOF : 
1% of $50,000 = $500.00 
20% of $50,000 = $10,000.00 


5% (net profit) $10,000—$500.00 


WHICH IS EASIER? 











the boom period during and fol- 
lowing the war you will recall that 
ideas of industry were greatly in- 
flated. It was so easy to make a 
profit we lost sight of the expense 
account. A flagrant disregard of ex- 
penses became a habit with us. We 
have heard a good deal about liqui- 
dation but it still remains a fact that 
the average merchant, the average 
manufacturer and the average busi- 
ness man in general still has his costs 
too high, and they are unable to 


make a profit on a normal volume 
of business. People are still living 
beyond their means. Liquidation 
has been superficial rather than 
fundamental. We have only to com- 
pare the price of manufactured 
products to the price of farm prod- 
ucts to realize the truth of this state- 
ment. Liquidation started in full 
swing at the farm, but it tapered off 
all the way to the factory. 

“How can we reduce the cost of 
doing business? 

“At the present time it is impos- 
sible to reduce the salaries of sales- 
men, but by the improvement of ef- 
ficient merchandising methods can 
we not reduce the number of sales- 
men? The average store could get 
along with one less salesman with- 
out affecting the store efficiency. 
Try that and save $1,500. We are 
prone to think that a little extra or 
avoidable expense does not amount 
to much—but it does. One per cent 
less expense is just as profitable to 
you as 20 per cent more sales. Put- 
ting your sales at $50,000, 1 per cent 
is $500. If you can save 1 per cent 
on your expense or cost of doing 
business, you save $500, 20 per cent 
of $10,000. If you make a net profit 
of 5 per cent on your $10,000 you 
have $500 just the same as saving 1 
per cent out of your expense ac- 
count. Which would be the easier 
to do in your store, to cut down the 
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expense 1 per cent or increase your 
sales 20 per cent? 

“Before deciding upon any item of 
expense apply this test: Is it essen- 
tial? Will the omission of this item 
of expense lessen our service, our 
prestige? Must we do it to succeed? 
If you can answer these questions in 
the negative, omit the expense. Fight 
for a reduction in expense just as 
you fight for increased sales. Dis- 
tinguish between profit producers 
and profit losers. Eliminate the last 
from your stock. We hardware 
men must fight today as never be- 
fore. Fight for good business. 
Fight to increase volume and de- 
crease expense; to make our busi- 
ness really profitable we must get 
back to 18 per cent or 20 per cent 
cost of doing business. Do that and 
red ink on the books will automatic- 
ally change to black. Why not try 
it?” 





Orgill’s Open Branch Warehouse 
at Jackson, Mississippi. 

Orgill Brothers & Company, hard- 
ware wholesalers, Memphis, Ten- 
nessee, have recently opened a 
branch warehouse in Jackson, Mis- 
sissippi, which will afford greatly 
increased storage facilities. 





E.C. Aubrey’s New Position Is 
a Departure in Wholesaling 
of Hardware. 


With further reference to the ap- 
pointment of E. C. Aubrey as spe- 
cial field representative in Eastern 
and Southern Illinois for the Geller, 
Ward & Hasner Hardware .Com- 
pany, St. Louis, R. J. Lukiss, of 
that Company, states: 

“Mr. Aubrey is particularly fitted 
for this position, not only because of 
his vast knowledge of the hardware 
business, but also from the fact that 
he has been a constant visitor with 
the hardware trade and in this way 
is intimately acquainted with the 
needs of the trade and the assistance 
necessary to make the retail hard- 
ware dealer more successful.” 

A representative of this nature 
for a wholesale hardware house is 
a new venture, and we shall watch 
with interest Mr. Aubrey in his new, 
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work—which, after all, is not new 
to him. 





Eagle-Picher Lead Company 
Promotes Arthur H. Stanton 

Arthur H. Stanton has been ap- 
pointed advertising manager of the 
Eagle-Picher Lead Company, with 
general offices in Chicago. Mr. 
Stanton has had considerable ex- 
perience with this company, having 
started as road salesman several 
years ago. 





Patek Brothers Incorporate 
to Make Paint. 


Patek Brothers, manufacturers 
and dealers in paint, oil and glass, 
Milwaukee, Wisconsin, have incor- 
porated under the name of Patek 
Brothers, Inc. The capital stock of 
the new company consists of 5,000 
shares of preferred stock, par yalue 
of $100, and 5,000 shares of com- 
mon stock at no par value. 





Real Advertising Will Prevent 


Business Panics. 
Babson says: 
become a great economical factor for 
the producing and steadying of bus- 
iness. The old form of advertising, 
which was largely of the luxury 
type, has been replaced by a new 
productive form. This new form of 
advertising has come to stay and 
could become a great factor in pre- 
venting business panics such as we 

have had in the past.” 


“Advertising has 





Common Sense Is Essential 
in Efficient Advertising. 

Service in advertising embraces 
applied common sense, a knowledge 
of the thing advertised, its purpose, 
adaptability and the results or pur- 
poses to be attained. Nothing mys- 
tical, magic, cunning or smart about 
it. Just applied practical intelligence 
and hard work. Something differ- 
ent ofttimes is something dangerous. 








IL Coming Conventions 


Automobile Accessories Branch Na- 
tional Hardware Association, Hotel 
Shelburne, Atlantic City, New Jersey, 
October 15 to 19. 
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The National Hardware Association 
and the American Hardware Manu- 
facturers’ Association, Atlantic City 
New Jersey, October 16, 17, 18 and 19. 
F. D. Mitchell, 1819 Broadway, New 
York, is Secretary and Treasurer of 
the Manufacturers; T. J. Fernley, Sec- 
retary of Jobbers. 

The twenty-fourth annual convention 
of the National Federation of Imple- 
mftnt Dealers’ Associations will be held 
at Hotel Sherman, Chicago, October 17, 
18 and 19, 1923. H. J. Hodge, Abilene, 
Kansas, is Secretary. 

Mountain States Hardware and Im- 
plement Association Conveution, City 
Auditorium, Denver, Colorado, January, 
1924. McAlister, Secretary- 
Treasurer, Boulder, Colorado. 

Western Retail Implement and Hard- 
ware Association, Missouri Theater 
Building, Kansas City, January 15, 16, 17, 
1924. H. J. Hodge, Secretary-Treasurer, 
Abilene, Kansas. 

The West Virginia Retail Hardware 
Association, Convention and Exhibit, 
Huntington, West Virginia, January 15 
to 18, 1924. James B. Carson, Secre- 
tary-Treasurer, 1001 Schwind Building, 
Dayton, Ohio. 

Kentucky Hardware and Implement 
Association, Louisville, January 24-25, 
1924. J. M. Stone, Secretary-Treasurer, 
202 Republic Building, Louisville. 

Indiana Retail Hardware Association, 
Inc., Convention and Exhibition, Cadle 
Tabernacle, January 29, 30, 31, February 
1, 1924. G. F. Sheely, Secretary, Argos. 

Illinois Retail Hardware Association. 
Hotel Sherman, Chicago, Illinois, Feb- 
ruary, 1924. Leon D. Nish, Secretary- 
Treasurer, Elgin, Illinois. 

Nebraska Retail Hardware Associa- 
tion, Lincoln, Nebraska, February 5 to 
8, 1924. George H. Dietz, Lincoln, Ne- 
braska, Secretary-Treasurer. 

Wisconsin Retail Hardware Associa- 
tion Convention and Exhibition, Milwau- 
kee Auditorium, February 6, 7, 8, 1924. 
George W. Kornely, Manager of Ex- 
hibits, 1476 Green. Bay Avenue, Mil- 
waukee. P. J. Jacobs, Secretary-Treas- 
urer, Stevens Point. 

Michigan Retail Hardware Conven- 
tion and Exhibition, Grand Rapids, Feb- 
ruary 12, 13, 14, 1924. Karl S. Judson, 
Exhibit Manager, 248 Morris Avenue, 
Grand Rapids. A. J. Scott, Secretary, 
Marine City, Michigan. 

Iowa Retail Hardware Association, 
Des Moines, Iowa, February 12, 13, 14 
and 15, 1924. A. R. Sale, Secretary- 
Treasurer, Mason City, Iowa. 

The Pennsylvania and Atlantic Sea- 
board Hardware Association, Incor- 
porated, convention and exhibition at 
the Philadelphia Commercial Museum, 
Philadelphia, Pennsylvania, February . 
12, 13, 14 and 15, 1924. Sharon E. 
Jones, Secretary-Treasurer, Wesley 
Building, Philadelphia. 

Ohio Hardware Association, Conven- 
tion and Exhibition, Cincinnati, Ohio, 
February 19, 20, 21 and 22, 1924. James 
RB. Carson, Secretary, 1001 Schwind 
Building, Dayton, Ohio. 

New York Retail Hardware Associa- 
tion Convention and Exhibition, Febru- 
ary 19, 20, 21, 22, 1924. Headquarters, 
McAlpin Hotel, and Exhibition at Sev- 
enty-First Regiment Armory. John B. 
Foley, Secretary, 412-413 City Bank 
Building, Syracuse. 

The Missouri Retail Hardware Asso- 
ciation, Convention and Exhibition, Mar- 
quette Hotel, St. Louis, Missouri, Feb- 
ruary 26, 27 and 28, 1924. F. X. Bech- 
erer, Secretary, 5106 North Broadway, 
St. Louis, Missouri. 
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Making Labor-Saving Devices Sell Themselves 
from the Display Window. 


Lorain Oven Heat Regulator Sells Self by Carrying Label 
Printed on White-Enameled Splashback in Large Letters. 


OST people enter a store to 

buy—and to buy a specific ar- 
ticle. But, the successful merchant 
has his wares so well displayed and 
intelligently grouped that few peo- 
ple ever leave his store without hav- 
ing seen something else that they 
want or need and intend to buy 
eventually. 

Few buyers like to disclose the 
fact that they are deeply interested 
in some article that they cannot 
afford or do not want to purchase 
immediately. Especially is this true 
of women. They like to shop around 
—to foretaste their future needs and 
wants—to mull over in their minds 
the merit of the article—or to reap- 
praise its value to them. Women 
like to think that they make their 
own selections—but what they really 
like is to be sold—not by the ham- 
mer and tongs method, but by suave 
cajolery. 

But, mechanical labor-saving de- 
vices must be explained—especially 
to women—and explained in terms 
of “what the device will do for 
them” rather than “how it does. it.” 
That comes later. 

Of course, such explanation is 
best rendered by practical demon- 
strations. More mechanical labor- 
saving devices can be sold by actual 
demonstrations than by any other 
method—and the best place to dem- 
onstrate is always in the prospective 
buyer’s home. j 

The perpetual store demonstra- 
tion is possible, but impractical for 
most dealers. The perpetual home 
demonstration is, in fact, much sim- 
pler—by adopting the policy of sell- 
ing all ranges on a thirty-day free 
trial basis, giving the woman her 
first instructions through a demon- 
strator sent right into the home, and 
then leaving it up to the prospect to 
use the balance of the free trial 
period to demonstrate the range to 
herself in her own way. 

Now, disregarding all these plans, 


let us consider the ability of a 
Lorain-equipped gas range to find 
its cwn prospects. You know, we 
know, that the red wheel attracts 
attention. It is different, unusual, 
interesting, to those who have never 
seen it, and to those who have, but 
who know little or nothing about its 
operation or advantages. Yet, that’s 
as far as the red wheel can go. It 
can’t talk. So there the Red Wheel 
stove stands, inviting all who pass 
to stop and look and wonder. 

How can the thousands of people 
throughout the United States who 
daily stop to look at a Lorain- 
equipped gas range be inoculated 
with the germ of enthusiasm which 
Lorain users, yourself and ourselves 
possess? Can it be done at all? 
We think it can, and here’s how: 

Beginning immediately, every Lo- 
rain-equipped gas range that leaves 
the factories of American Stove 
Company will have pasted on the 
white-enameled splash-back a self- 
selling label. 

This label is printed in two colors 
on fine, heavy, cream-enameled pa- 
per (8% x11 inches). The story 
is told in big, bold, easy to read type. 
The words are few, and to the point, 
so the card is read. And anyone 
who reads it must become interested. 

Now, the reader is or is not in 
the market for a Lorain-equipped 
gas range. If she is, she will find 
it difficult to resist the invitation 
contained in the last line—“Ask the 
Salesman.” She may not avail her- 
self of the opportunity that very 
day, but she’ll come back—and when 
she does she’ll be half sold. 





Making Special Appeal 
with Combination Coal, 
Wood and Gas Range. 


In order to be successful in busi- 
ness, the proprietor must first de- 
termine what the needs of his pro- 
spective customers are ; he then finds 
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out whether or not these people are 
financially able to purchase the arti- 
cles; every one knows that to en- 
courage expenditure beyond a per- 
son’s means is bad business, indeed. 

Now, in determining the needs of 
a customer, all the factors govern- 
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HEATERS OF ALL KINDS, $6.00 UP 


Schroeder-Nielsen 
Hardware Go. 











Combination Coal, Gas and Wood- 
Burning Ranges Meet Farmers’ 
Objects. 


ing which have any bearing whatso- 
ever upon the final decision to pur- 
chase must be anticipated and offset. 

In the accompanying reprinted 
advertisement the Schroeder-Niel- 
sen Hardware Company has gone a 
long way toward anticipating the 
demand of its rural customers. The 
combination range referred to in the 
ad would most certainly do away 
with one of the farmer’s biggest ob- 
jections toward buying the range. 
This is a well-constructed advertise- 
ment. 





H. R. Lynn Has Interest 
in New Cleveland Range Company. 


The Cleveland Range Company, 
Cleveland, Ohio, has been incor- 
porated for $60,000 by W. L. Sell- 
bach, H. R. Lynn, J. A. Smith, J. W. 
Smith and Charles H. Olds. 

Mr. Lynn has for many years 
been associated with the Born Steel 
Range Company. 
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Determine Advertising Practice That Suits Your Business; 
Stress Utility Value of Your Products. 


Many Retailers Obtain Best Results from Circu- 
lars and Letters Mailed Direct to the Customer. 


HE practice of referring a 
prospective customer to a per- 
son who already has one of the arti- 
cles which you are offering is an 
old one and it is one of the best 
forms of reference. Certainly the 


satisfied customer is a strong talk- 
ing point in selling. This practice, 
however, like others, has been sub- 
ject to some abuse, but the instances 
are not numerous. 

An example of the store using the 





MAYTAG 
GYRAFOAM 


WASHER 
NOT A VACUUM TYPE 

AN OSCILLATOR TYPE 
An entirely new princi- 


ple which washes by 
water force alone. 





customer’s name as a reference in 
the advertisement is seen in the ac- 
companying reprint from the Ypsi- 
lanti, Michigan, Press. Here are 
given eight names of women who 
are purchasers of the washing ma- 
chine. 

Aithough the ad is very good as 
it is, by way of improvement the 
illustration could have been moved 
somewhat to the left side and this 
would have made it possible to in- 


The Shaefer Hardware Co. 


WHERE YOU FIND WHAT YOU WANT-— WHEN 
YOU WANT IT 





troduce the subject with a cleverly 
written headline. As it stands now 
the ad seems slightly out of balance. 
Another suggested change would be 
the addition of the addresses and 
phone number of those women 
given as references. This would 
facilitate the matter of making use 
of the reference. 

The border is a little too heavy 
and should be cut down to a smaller 
size. Heavy borders are apt to de- 


Ask These 
. Folks 


Mrs. Otis Stephens 
Mrs. Fred Fiiber 
Mrs. T. J. Vealy 
Mrs. A. W. Loefler 
Mrs. G. Swazey 
Mrs. F. Stocker 
Mrs. L. A. Strong 
Mrs. Spencer Davis 











tract from the reading matter and 

thus weaker the ad. Use the head- 

line and illustration to get attention. 
a * * 

From the accompanying adver- 
tisement of the Wells Hardware 
Company, one almost automatically 
concludes that the concern has an 
undisputed field in its home, Cor- 
dele, Georgia. 

The ad, which measures one col- 
umn by four inches is a well writ- 


ten, courteous invitation to custom- 
ers, but that would appear to be 
all. Possibly, it is enough. But to 
the advertiser who must meet hot 
competition, it would undoubtedly 


NEW 
FALL 
GOODS 


You should come in and take 
a look at our-new fall line 
of Hardware and Farm Sup- 


plies Nothing would please 
us more than to have an op- 
portunity to sell, you gome- 
thing out of this stock. Our 
goods are all new We have 
more of them, and you can 
not beat our prices. Come 
in 


WELLS HDW. CO. 


CORDELE, GA., 
PHONE 532 WALL ST 





seem that the Wells establishment 
would do better if it added some 
special inducement — something 
which would say to the customer, 
“You must not only visit this store, 
but there is a specific reason why 
you should visit it TODAY.” 

That is the message of the low- 
priced leader. 

* * * 

The year 1922 broke all records 
for construction volume in the five 
boroughs of New York City, ac- 
cording to the F. W. Dodge Co. 
The total contracts awarded 
amounted to $523,299,400, an in- 
crease of 33 per cent over the year 
1921. This enormous figure—more 
than half a billion dollars—repre- 
sents nearly one-eighth of the total 
construction in the United States 
last year. 
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Commodity Price Trend Upward; Large Crops Insure 
Healthy Trading; Freight Movements Continue Large. 


Non-Ferrous Metal Buying Light—Prices Strengthen, 
Then React, Due to Uncertainty—Lead Advancing. 


HERE is a marked tendency 

toward an upward trend in 
prices. The enormous freight move- 
ments, the rise in exports, the con- 
tinued large purchasing power, due 
to continued wide employment, the 
diminished stocks and good pros- 
pects for fair buying by the farm- 
ers are factors which signify a 
healthy fall trade. 

The credit situation is very strong 
and is well in hand, both banks and 
business interests are keeping well 
liquidated. It is a matter of gen- 
eral knowledge that there has been 
some reaction in activity in steel 
trade. The silk industry, for ob- 
vious reasons, is somewhat upset 
and conditions have not been up to 
expectations in certain lines includ- 
ing salt business and chemicals. But 
generally speaking movement of 
trade is toward better buying. 


Prices of copper, tin and zinc have 
shown a declining tendency this 
week. Lead advanced steadily until 
it was checked in the middle of the 
week. A week ago the market gen- 
erally stiffened because of the favor- 
able reports in the daily press as to 
the progress of the reparations ne- 
gotiations. Almost immediately, 
however, the London market began 
to soften and simultaneously our 
own stock market reacted, causing a 
depression in buying sentiment here. 
Consumers have been proceeding 
with utmost caution, buying only 
“must” materials. 


Copper. 


The steady decline in Europe in 
the copper market had a depressing 
effect on the domestic product. Pro- 
ducers are not pressing sales, but 
prices are lower again. 

Very few American producers 
were willing to consider bids under 
13.6214 cents delivered September 
19, but there were intimations that 
in possibly one or two directs a firm 


bid of 13.50 cents delivered might 
have resulted in business. 

Electrolytic sold early in the day 
at 13.40 cents f. o. b. refinery for 
early shipment, but there were few 
if any buyers at this price later for 
either prompt, September or Octo- 
ber shipment. 

For fourth quarter shipment the 
market was nominally quotable at 
13.50 cents with the first quarter 
of next year at 13.60 cents and the 
second quarter of 1923 at 13.70 
cents f. o. b. refinery. 

Tin. 

The downward movement of tin 
was halted September 18, although 
the market was weak and wobbly. 

Business was quiet, and while 
buyers and sellers are both main- 
taining an attitude of indifference it 
can be said that the attitude of our 
traders was to sell rather than to 
buy. 

The prices in our market have 
moved up % cent to 54 cent to the 
basis of 41.50 cents for Straits, 
41.12% cents to 41.25 cents for 
Banka and 40.75 cents to 41.00 
cents for 99 per cent. 


Lead. 


The lead position has not varied 
materially in the past few days, 
which have been quiet with little im- 
mediate buying though prospects for 
consumption remain good and are 
even improving in some lines, the 
paint business in particular. 

Despite the general good opinion 
of the metal, holders of spot lead 
in the west have been offering fairly 
freely at around 6.77% cents East 
St. Louis basis, and 6.75 cents can 
probably be done fora limited ton- 
nage. Though supplies in the west 
are not heavy, they are quite enough 
for current needs. 

Lead prices have been advancing. 
One interest advanced its lead price 
$3 a ton to 6.85 cents a pound, New 


York, as against a previously pre- 
vailing outside price of 7 cents, New 
York. Following this advance the 
outside market advanced to 7.12% 
cents, New York, eastern delivery. 
The middle western market also ad- 
vanced, from 6.70 cents to 6.80 cents 
East St. Louis. Battery and lead- 
covered cable makers have been buy- 
ing heavily. 


Zinc. 


Fall zinc demand from domestic 
consumers is very slow in develop- 
ing. Apparently immediate needs 
are covered, and there is no dispo- 
sition yet to do anything for later 
deliveries. 

The market consequently is very 
dull, and prices are a shade easier. 
While there is no general pressure 
to sell on the part of the producers, 
it does not require very heavy offer- 
ings, in the present dull condition, 
to depress prices. 

The market September 19 is hard- 
ly more than nominat at 6.40 cents 
to 6.45 cents for Prime western for 
September and October. Bids of 
6.40 cents would undoubtedly be 
accepted for either month, a price 
that operators last week were will- 
ing to pay, but are not inclined to 
bid at present. 

Quotations from East St. Louis 
for prompt, September and October, 
were 6.40 to 6.45 cents, while No- 
vember was 6.4214 to 6.47% cents. 


Solder. 


Chicago warehouse prices on 
solder are as follows: Warranted, 
50-50, $27.50; Commercial, 45-55, 
$26.55, and Plumbets’, $25.50, all 
per 100 pounds. 


Bolts and Nuts. 


Since fourth quarter contracts 
at Chicago have been offered by bolt 
and nut makers, consumers have 
been gradually filing their contracts 
for that period and a large portion 
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of the tonnage to be produced be- 
tween now and the end of the year 
has been covered. Considerable bus- 
iness of this sort remains to be 
placed and it is expected the market 
will be active through the remain- 
der of this month. Specifications 
against third quarter tonnage are 
being filed freely and_ practically 
nothing will remain unshipped at the 
end of that period. Current buying 
is relatively slack. 

Tin Plate. 

At Pittsburgh several large inde- 
pendent tin plate producers, as well 
as the leading interest, now report 
that they are practically sold out for 
the fourth quarter, on the basis of 
operating at recent rates, 80 to 85 
per cent of ‘theoretical capacity, 
which is the best operation that can 
safely be counted upon for the 
future. 


It should be stated that this dis- 
satisfaction with the $5.50 price is 
not entirely gone. Some mills are 
decidedly outspoken in claiming that 
it is not fair and does not give them 
a reasonable profit. 

In the fourth quarter selling the 
$5.50 price has been very closely 
followed. Some mills may have two 
or three favored customers, taking 
large quantities, to whom a conces- 
sion of a few cents a box may have 
been made, but at most such cases 
would be distinctly exceptional and 
would have no bearing on the gen- 
eral market, which is quotable firm 
at $5.50. 


Sheets. 


Conditions among the_ various 
sheetmakers offer striking contrast. 
For a number of independent pro- 
ducers sheet business still is lack- 
ing. Day-to-day orders, however, 
keep up at a fairly high rate since 
operations are steadily maintained 
on an 80 to 85 per cent average, 
although some sheet mills only are 
operating 50 per cent. A few mak- 
ers are able to roll in any one par- 
ticular week the sheets for which 
orders were received during the 
previous week or two. 

Prices are unchanged at 3.00 
cents, 3.85 cents, 5.00 cents and 5.35 
‘cents on blue annealed, black, gal- 


vanized and full finished automo- 
bile sheets, respectively. 

Demand for the latter during the 
past three or four weeks has been 
particularly active. 


A canvass among producers re- 
veals a lessening tendency to cut 
under the 3.85 cents figure on black, 
although a 3.75 cent quotation still 
appears from time to time. 

Some northern Ohio sheet mills 
have offered lower prices than 3.85 
cents on black, being willing to sac- 
rifice on the freight. Other grades, 
however, are firm. _ 

Recent efforts of buyers to get 
makers to depart from the 5.35 cent 
figure on full finished have not been 
successful. 

Inquiries and orders for sheets 
for October are on the increase. 






September 22, 1923. 


During the past ten days there has 
been an influx of galvanized sheet 
business from Mexico, due to the 
recognition of the Mexican Govern- 
ment and. the perfecting of credit 
arrangements. 


Old Metals. 


Wholesale quotations in the Chi- 
cago district, which should be con- 
sidered as nominal, are as follows: 
Old steel axles, $18.00 to $18.50; 
old iton axles, $25.50 to $26.00; 
steel springs, $19.50 to $20.00; No. 
1 wrought iron, $15.50 to $16.00; 
No. 1 cast, $19.50 to $20.00, all per 
net tons. Prices for non-ferrous 
metals are quoted as follows, per 
pounds: Light copper, 9% cents; 
light brass, 5 cents; lead, 4% cents; 
zinc, 3% cents; and cast aluminum, 
15 cents. 


Spasmodic Interest in Pig Iron Continues; Con- 


sumers Watching Coke Market. 


No. 2 Grade $25 at Pittshurgh—Quietness Prevails at Chi- 
cago—Further Curtailment Taking Place at Birmingham. 


PASMODIC interest in pig iron 
continues at Pittsburgh. Sellers 
all have their eyes upon the West- 
inghouse Electric & Manufacturing 
Company which is about to close 
on approximately 7,000 tons of 
foundry iron for its Cleveland and 
Trafford City, Pennsylvania, plants. 
While most sellers are quoting a 
minimum of $25 for the No. 2 
grade, 1.75 to 2.25 silicon, one or 
two have filed a $24.50, valley, quo- 
tation on some of the tonnage in- 
volved. 

During the past week or so a few 
regular customers of certain pro- 
ducers have placed their contracts 
for four quarter requirements in- 
volving 250 to 1,500 tons and two 
contracts of the latter size were 
signed at the $25, valley, base figure 
this week. 

Quietness prevails in the Chicago 
pig iron market, though there is 
steady selling for prompt and fourth 
quarter delivery. The latter is in- 
creasing, and occasional lots are cov- 
ered for first quarter. 

- Production continues in excess of 
shipments, iron being piled. 


Melters are taking contract ton- 
nages. Sales of prompt iron are in 
100 to 300-ton lots. The quotation 
of $27, furnace, still holds, though 
rumors of shading are heard, espe- 
cially in Michigan and _ Indiana, 
where Detroit and Toledo compete. 


Several thousand tons of pig iron, 
stored on the dock at Milwaukee. 
for Rogers, Brown & Company, 
after being brought by boat from 
Buffalo, caused the bank to cave in 
and now is buried in five feet or 
more of water. Salvage is under 
way. 

The numerous small lot sale of 
pig iron with an occasional larger 
tonnage do not take up the entire 
make in the Birmingham district 
and further curtailment is taking 
place. 

Twenty-three furnaces are in blast 
in Alabama at present. 

Sales more freely are being made 
at $23 for No. 2 foundry. In local 
territory resumption of operations 
and increased activity at sanitary 
pipe plants has brought about a 
larger melt. 
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Illustrations show elbows of all angles from 10 to 90°. 
Note how close each cluster of elbows hugs the walls. 


Use short angle elbows to get around sills, 
cornice mouldings and all other. projections, 
thus preventing the commonly 
known soldered break in the pipe. gaat aER 

By using c ombinations of this [xR eatnr 
kind, soldering is not necessary aad : 
as elbows fit into each other 
very snug and the small opening 
at the joints will permit sewer 
gases to escape, thus increasing 
the life of the entire spout. 

These elbows are made 
in all designs and your 
dimensions can 
be arranged 
right on the 
job. 
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THE FERDINAND DIECKMANN COMPANY ess 
P. 0. Station & Cincinnati, Ohio any 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND 


HARDWARE RECORD 


is the only 


publication containing Western Hardware and Metal prices corrected weekly. 























METALS 
PIG IRON. 
Chicago Foundry.. 27 00 
Southern Fay. No. 
ey ery ££ Ff FF 
—_ Sup. Char- 
seeebevesae 32 04 
Malleabic $@6se0 ée 27 00 
. FIRST Quarry. BRIGHT 
PLATES. 
Box 
Cc Lb +4 112 aquts “ha 46 
x 146EBO.cccccceces 6 
xx 14x23 sheets i 57 
BEBO iccccccess JS 
BOMOcacecteccss Be 
Ic 20x28 ae sheets 27 50 
Ix 20x28. 9 85 
=x 20x28 66 sheets 16 15 
xx BOMBS. ccccccccce 17 20 
GENE Bo tccceccee. 
TERNE PLATES. 
Per Box 
40-lb. 112 sheets $25 60 
40-lb. “ - 28 60 


30-lb, “ 5 21 80 
30-lb. “* = 24 70 
25-Ib.  “* iy 20 80 
26-lb. “* , 23 70 
20-lb. “ = 18 30 
20-lb. “* < 21 16 
15-lb. “ = 17 05 
12-lb. “ zs 15 75 
8-lb. “ si 14 06 


COKE PLATES. 





Cokes, 135 Iba. ‘base, Ix 
Dt natn deiiend debe 60640 17 16 
os. 165 lbs. base, 66 
hee eeece 9 30 
Cokes. 175° tbs. “base, 66 
sheets R cone OR 
Cokes, 195" lbs. base, 56 
SE) tesbtnieensescude 10 95 


a ANNEALED SHEETS. 
Base ----per 100 Ibs. $4 06 


ONE PASS COLD ROLLED 
LACK, 


Me. 18-20........ per 100 Ibs. $5 00 
a Ms as cebu per 100 lbs. 5 05 
i Miteeccesiesee per 100 Ibs. 5 10 
nh Medtevedeee --per100Ibs. 5 15 
BE Bic cveccecs Per 100 lbs. 5 20 
Bienen tuauda per 100 lbs. 5 30 
GALVANIZED. 
N Beavece ++++-per 100 Ibs. $5 6@ 
Bh, DNs 000.0 ce per 100 Ibs. 6 76 
Be Mer Ovcccecen per100lbsa. 6 9@ 
Sn Mh é30 eceamied per 100 lbs. 6 05 
| | eee per 100 lbs. 6 20 
 Mendbasencsaa per 100 Ibs. 6 35 
Se Dee vecce +++-Perl100 Ibs. 6 86 
BAR SOLDER. 
Warranted. 
50-50 .... -per 100 Ibs. $27 50 
1. 
CE se é09a Per 100 Ibs. 26 55° 
Plumbers ....per100 lbs. 25 50 
ZINC. 
Be HE Hi cabeten dhaencess 6 76 
SHEET ZINC. 
lets, stock, 100 Ibs... 11 00 
es than cask lots. 100 Ibs. 11 50 
BRASS. 
Sheets, cee D BOR ic késa 21 
Mill Ba mod ES FS eae iste 
Tubing, “brazed, TT eee 26%ec 
SD cawed wan s0a2ate 19¢ 
COPPER. 
Sheets, Chicago, base...... 21%e 
Ree Se Te 20%c 
Tubing, senmnioas; a eae 23c 
Wire, No. 9 & 10 B. & 8. Ga. 
PET Eee SPE Fe ee 0%c 
Wire, No. 11 B. & S. Ga....20%c 
LEAD. 
American Pig .2..ccccvsce 7 75 
Me. dene Gaiee aves wases EAS 8 75 
Sheet. 
Full Coils....per 100 Ibs. 10 75 
Cut Coils.....per 100 lbs. 11 75 
TIN. 
| £ ear per 100 lbs. 42%c 
Bar Tin.........per 100 lbs. 43%c 


HARDWARE, SHEET 
METAL _ SUPPLIES, 
WARM AIR HEATER 
FITTINGS AND ACCES- 
SORIES. 





ON. 
Shells, Loaded, Peters. 
Loaded with Black Powder 18% 
Leaded with Smokeless 
Powder -18% 
Winchester. 
Smokeless 
Grade 


U. M. C. 
Nitro Club ....... 


Arrow . 
New Club .......++...20 


4 
‘ 
7 
4 
Gun Wadse—per 1000. 
Winchester 7- 8 gauge 10&7 
9-10 gauge 10&7 
" 11-28 gauge 10&7 


ASBESTOS. 
Paper up to 1/16.......6¢ per Ib. 
Rollben " seeeecee 6% Dor Ib. 
| 3/33 te a _ . 6c per Ib. 
Corru 
=e G te Paper (360 per roll 
AUGERS. 
Bortng -Machine..........40&10% 
Carpenter’s Nut ...........-.50% 
Hollow. 
Stearns, No. 4, doz...... -+.$11 60 
Post Hole. 


Iwan’s Pest Hole and we se 
Vaughan’s, 4 te 9 in. - $15 


AXES. 
ted (unk Single 
“Bite oe 3 te 
Rie BEE Geo evccscees ONS 
om Sg Single 
— ed, same weight, per 


BARS, CROW. 

Siewk, 4 Gi.. 10 Di. ccwocccccs $ 80 
Seeee, © Fh, BB Mrccccccties 1 40 
Pinch bars, 

Wee Giese BO Driccccccccccscs 1 60 

BARS, WRECKING 
7, Oe Be Bea ccccanseees $0 34 
Ws ETE EE Jie esccceccave @ 43 
V. @ BBO. BS6.cccccscccece @ 57 
We Oe  _ nec ccccocece 0 48 
Te ee. EE Bc cceccceces 6 63 
BITS. 


All Vaughan and Bushnell. 
Screw Driver, No. 30, each $ 27 
Screw Driver, No. 1, each 16 


Reamer, No. 80, each... 41 
Reamer, No. 100 each... 41 
Countersink, No. 13, each.. 20 


Countersink, Nos. 14-15 each 27 


BLADES, SAW. 
Atkins 30-in. 


BLOCKS. 
Wooden ..... +oebeedencecces 45% 
Patent bddeeeessdbcuowees 45% 


BLOW TORCHES (See Firepots). 





BOARDS. 
Stove. Per Doz. 
Cryatal, 887 ..cccccccces 36 WO 
Wash. 

- 760, Banner Globe 
mi «+e+e+-Der Gos. $5 25 

Ne ee Banner Globe 
(single) ....... dez. 6 75 

No. "G01, Brass ng, 
oete 6 eebdown - oz. 8 25 

No. 366, Single—PI ain 
Pump ..... Ccervcccece 6 25 


FE. some 


““Garrint Machine, ete. 
ae. cut thread, %xé 


sizes smaller and 
eer seceseseesecc ccGeeee 
sizes, larger and 
er and shorter....40-5% 
Machine, %x4 and sizes 
smaller and shorter......50% 
Machine, sizes larger and 
longer than WMS. 0+ 0 0 eset 
itove 


BRACES, RATCHET. 


V. & B. No. 444 8 in.......$4 54 
Vv. & B. No. 222 8 in....... 3 89 
Vv. & B. No. 111 8 in....... 3 55 
V. & B. No. 11 8 in....... 3 02 
BRUSHES. 


Hot Air Pipe Cleaning. 
Bristle, with handle, each $0 85 


Flue Cleaning. 
Steel Only, each. coccsn 
BURRS. 
Copper Burrs only..........40% 
BUTTS. 


Steel, aatiaue eopper or dull 
bra finish—case lots— 
34 x3%4—Der dozen pairs $3 es 


oun Bevel steel inside 
sets, case le 
sneein -+++-per dozen sets $ 00 
Steel bit keyed front door 
GOUM, GRERM ccccccccceccee 3.90 
Wrought brass bit keyed 
front door sets, each.... 4 60 
Cylinder front door sets, 
eac maesseceesesesaessn OO 


CEMENT, FURNACE. 


American Seal, 5 Ib. cans, net$ 45 
10 Ib. cans, “ 90 
26 Ib. cans, * 2 00 


Asbestos, 6 Ib. cans 46 
Pecora....... -+.per 100 Ibs. 7 61 
CHAINS. 

Sher. Steel Safety Chain. 
500-ft. coil, per ft...... .02 
100 to 500 ft., per bp 02% 
Less than 100 ft., per ft .03 


Iron Jack Chain. 
Box (12 yds.)...... oeesee 


CHIMNEY TOPS. 
Iwan’s Complete Rev. & 


WOR, cccccccccosescesesers 0% 
Iwan’s fron Mountain “eniy. 35% 
Standard to 40% 


CHISELS. 
Cold. 


V. & B. No. 25, % in.,each $0 26 
V. & B. No. 25, % in., each 41 
ond Point. 
. & B. No. 55, % im...... 0 81 
V. & B. Ne. 55, % in...... 0 48 
Firmer Bevelled 


Round Nose. 

Vv. & B. No. 65, % in..... 0 29 
Vv. & B. No. 66, % in..... 0 40 
Socket Firmer. 

Cape. 
V. & B. No. 50, % in..... 0 31 
Vv. & B. No. 50, % in..... 0 57 


CHUCKS, DRILL. 


Goodell’s, for Geode Screw 
Drivers ...... ist less is. 40% 


Tee 
Drive: a mT 00 


CLAMPS. 
Adjestetic. 


No. a. Deer (Stearns) 
$00b8000080802 «++-$22 00 


ouseune 
Steel =... List price plus 20% 


‘ose. 
shermeste fe Qenen, sae 


Front 
Per doz. 


CLIPS. 


Damper. 
Acme, with tail pieces, 
per doz. coccccee OL 86 
Non Rivet tail “pieces, 


SOP Geek secs cscevecesc 26 
COPPERS—Soldering. 
Pointed Roofing. 

3 ib. and heavier... -Per. Ib. fee 
a teenie pe Te 
19% TWD. cccccccccccsecs as bbe 
1 TRrccccccecccse eeec “ bbc 


CORD. 
No. 7 Std. per doz. banks. .$10 85 
No. 8 it) ci) oe Lt) 12 oe 


CORNICE BRAKES. 
Chicago Steel Bending. 
Nos. 1 to 6 B.weoeserees + 10% 
COUPLINGS, HOSE. 
Brass......... «++seper doz. $2 36 


CUT-OFFS 
Kuehn'’s Korrekt Kutoffs: 


Galv., plain, reund or cor. «rd. 

Stan 4 BORGO ccccccccech 

Be MD Cotencortccesee - 10 

DAMPERS. 

“Yankee” Hot Air. 

7 inch, each 20c, doz......$1 75 

_ = > Bea, © secoe woe 
a = wom * « 2 76 
10 ™ > Wom ~ coovss 3 00 
Smoke Pipe. 

7 inch, each........ seccee $ 36 
8 ” wy se0ee avaeeede 40 
9 " FF Acens sandeeeeue. TE 
— F ceccccece cocce 
— «|! T eeaeeeen coon OW 
Reversible Check. 

8 inch, each....:..++..+0+. $1 60 
9 - a ce hostess bone 1 7 
DIGGERS. 

Post Hole. 
Iwan’s Split Handle 
(Bureka) 
4-ft. Handle...per doz. $14 00 
7-ft. Handle...per doz. 386 00 
Iwan’s Hercules pattern, 
DOF GOB. ccccccceccccecs 14 90 


DRILLS. 

Vv. & B. Star, 12-inch Length. 
%: 6/16 and %. Caeh... 68 26 

» each ... eee 
BZ, GRO ccccccceceoses ovee b4 
BH. GRE icccccnccecs a 

Vv. & B. Star, 18-inch Leagth, 
e/a6 oad %. each.......8 38 


Milcor 
Galv. 


eee eee eee eee eee 


Crimpedge, crated... 


ELBOWS—Conductor Pipe. 


TOED 0.006060:049:00600000006 
= plain or corrugated, round 


Crimp, Std. 

26 Gauge Sta ga uge..... 

24 Gauge std. oeause eeees -10 
Square Corrugated. 


BROT cccccccesceveseccees 
Standard 
BE GAUSS .cccccccccccccecs 


Portico Elbows. 


Standard Gauge Conducter Pipe. 
plain or corrugated. 

Not nested .........++-- 70&65% 

Nested solid 


ELBOWS—Steve Pipe. 
l-piece Corrugated. Valter. 


os. 
PPTTTITTTTTITT TT 


5-inch 

6-inch ee eter ee ee eee eeeeee Ht 

TERE “neccccchpsecscechines Oe 
rrugated. 

6-inch ..... Pe. 

EE: -aherinteenices cendequsniaanaae 
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PERFORATED METALS 





All Sizes and Shapes of Holes 
In Seoet Zinc, Brass, Cop ~k bb eres etc. 
or All Screening, Ventilatin 
avenyraine IN Sa arenares- METAL 














QUUUEEUOLEEERGCOERGCHEGOROCCLOGGOGGCEEOGEROOEOROEERCGEOREREGCEROEROGOOREREOEELS 


KEYSTONE BOILER HANDLES 


E make 

a com- 

lete line of 

oiler Han- 
dles. 


Also handles for 
Boiler Covers. 
Cut shows No. 
40 style. 

Let us send you 
so 


m plete 
= -~ ‘og on 
req uest. 


BERGER BROS. CO. 
229 to 237 ARCH STREET PHILADELPHIA, PA. 


Warerooms and Factory: 100 to 114 Bread Street 1 
UUOUDOOUSEOUOUGOOOUEUOUOUCEOUUCUOUCCEOUUOEHUUECUOUOUOEOUUOEOUCLOEEEOEREELEEET 


ARE 


These] advertisements sell your work." 
} Arex advertising is buying our work. 
every day—more men to know Arex su- 

} Periority. Supply these better ventilat- 

ors in your next job—you make a larger 
profit and build a reputation. Write for 
} sample ads and the latest Arex catalog. 


| AREX COMPANY 


J.C. Kernchen, Pres. 
} 1581 Conway Building, 


ITHE ORIGINAL SIPHONAGE WENDY 




















Chicago 





Memorial Monuments 


Write for Prices and 
Illustrations 


Gerock Bros. Mfg. Co. 
Sheet Metal Ornaments 


and 


STATUARY 
1252 So. Vandeventer Ave’ 
St. Louis, Mo., U. S. A. 








3x9 








pererenT e  e 


our Standard 


of Comparison 
should be 


“As Soft 
as an 
INLAND 
SHEET” 


INLAND STEEL COMPANY 














he Best I Eaves Trough 
Yiter in the 


7 orld | 














Pag Ask. fo? raf Ramcion 
SEMEN MITERS SENDS TSROGUCTE 


I] Depem table Products ~ "4 


CO. TERRE HAUT! 





INDIANA 


COR’ TRIG 


-ORIR 'SHINGL 


Why Hand-dipped Shingles Last Longer 
Hand-dipped shingles are first formed out of prime 


roofing tin, and then dipped in molten zinc. A uniform 
coating adheres to both sides and all edges. 


We also make shingles of tight-coated galvanized 











sheets and of tin. The latter we paint either red or green. 











40 


Uniform, Collar Adjustable. 
Doz. 
Celine  ccccpecchcccceccoecseu ae 


6-inch sewer ee eeeeeeeeeeeeee 1 
7-ineh .... 2 60 


WOOD FACES—50% off list. 


eee eeeeeeeeseeeee 


FENCE. 
yeete Fence cocccccceccce cele 


eee eee eeeeeeeeee 


FILES AND RASPS. 
Beller’s (Am-rican)........65-5% 
> 65-5% 
OP 
Bisex” Diamond . 2.2227... .60-5 
Bagle phoccscocerecs ouoes sins 
great West 0% 


it Han . s8e6encke 60 &10 
ee ee 
GED Se ccccecececsececcee cee 
FIRE POTS. 
Ashton Mfg. Co. 
Cognotete line 
Firepots and Torches. ..52% 


Otto Bernz Co. 
No. 1 Furn. Gasolene with 
= ¥ shield, 1 gal.....$ 6 
o. Furn. Kerosene, 1 


No. 10 Brazier, Kerosene 
or Gasolene, 10 gals... 47 52 

No. 6 Torch, Gasolene or 
wR » & oacceeee 92 
7” WAY, Torch, Gasolene, 1 ym 

No 86 Torch, Gasolene, ‘i 
CS aGeceescescccesse “4H 


Clayten & Lambert's. 
East of west of 

Dakot ta, Ne- 

ee Oklahoma, —_— 
arillo, San Angelo and Lared 
Texas "52% 
West of above ‘boundary line: 48% 

Geo. W. Diener Mfg. Co. Ea. 
No. 02 Gasolene Torch, 1 


Ot, csteeeanosess cocceeS 6 GE 
No. 03250, Kerosene 
Gasolene Torch, 1 qt... 7 50 
10 Tinners’ rn. 
woauare tank, 1 gal..... 12 60 
15 Tinners’ + 
es tank, 1 Fe 12 00 
No. a se Soldering 
ee 3 60 
No. 110° “automatic Gas 
Soldering Furnace .... 10 50 


Double Blast Mfg. Co. 
Gasolene, Nos. 25 and 385...60% 
Quick Meal Stove Co. 


Vesuvius, F.O.B. Louis 30% 
(Extra Disct. for large 
quantities) 
A. Hones, Inc. 
Buzzer No. a. -¢seeeeee ---$ 9 00 
a = - #0080000 - 12 00 
a Me ¢seseepnevc 18 60 
Pe - mt Secsee sooee BOOS 
SP 26066a0ee00 19 00 


FREEZERS—ICE CREAM. 
Peerless Ros Alaska 


} eleeseccesoccee $s + 
EE gues vasedeescodee MUM 
te ) guntate 
ieace oe cocccc eG BO 
= Heeuesous cocccccse | OO 
OL SthudtechucawieEes 5 70 
GALVANIZED WARE. 
iar eae reracapet 8-qt....$1 95 
Wks denessdbedewd’d 2 25 
isnt: Lewwabtiedtandiaemcaa 2 50 
 aUaNed we caedesv cede 2 75 
bes ~y pute. Se Benseneeasd $6 75 
LCN OMwERESCCOReER 7 00 
Ne. | ncsas (Sensouenvedd e- 8 26 
GARAGE DOOR HARDWARE. 
Stanley ....... cbneebeced< All net 
GAUGES. 
Marking, Mortise, etc.......Nets 
Wire. 
Disston’s ........ hiedaaeed 25% 
GIMLETS. 
Discount .........65% and 10% 


GLASS. 
- ¥ Strength, A and 2. sa 36% 
eeeee ** ‘oO 


zes - 
Double Strength, & ‘all ine 84% 


GREASE, AXLE. 

1-Ib. tins, 36 to case, § 4-70 
sf. 24 t _— 
s-Ib. fins, 12° to’ case,” 

WEP GEED ccocccgccccccse F 
10- tins, per dozen.... 10 40 
I5-Ib, tins, per ; —— oh 13 80 
36-lb. tins, per dozen. 19 80 





HAMMERS, HANDLED. 
All V. and B. Bach, net 
Hand, No. @, > 
BOE. sccccccsccecccscceocge OD 
Engineers’ No. 1, 26-0z..... 1 00 
Farrier’s, No. 7, 7-02.......- 93 
Machinists’, No. 1, 7-02..... 78 
Nail. 
he “epee No. 41, 20-oz. as 
venadtuin, No. “ais, 16-oz., “a 
v. "a B. No. 11%,” 16-0. 
ME ceetessccenanseoqee & OB 
Garden City, No. 111%, 16- 
OB, COCR .ncccccccccces 87 
Tinner’s Riveting, No. 1, 8- 
OB, CBCH ..ccccccscccccces 82 
Shoe, Steel, No. 1, 18-0z., 
@CBGh ....ceeuee wassons eone 66 
Magnetic. 
©. 6, 4-oz., each...... 72 


HAMMERS, HEAVY. 


Single and Double Face. 


HANDLES. 


Axe. 
Hickery, No. 1. ++-per, doz. 
Hickory, No. 2. 
ist quality, second growth 
Special white, 2nd growth 


Chisel. 
Hickory, 
Asso 
Hickory, 

Assorted 


eeseeeee 


Socket, 


Tanged, Firmer 
r dos. 65c 
rmer, 
er per dez. 70c 


File......ce.++e++-per Gos. $1 20 


Hammer and Hatchet. 
No. 1 per doz.......... 
Second growth hickory, 

per doz. 

Soldering. 


Per doz. 


Teer eee eee ee 


HANGERS. 
Conductor Pipe. 


Mileor Perfection Wire.... 


Eaves Trough. 
Steel hangers penerasseeses 


ple Twist wire......... 
Milcor Eclt 
Milcor Triplex Wire..... 


1 50 


Wire....00.0.38 
ogseetn 


Milcor Milwaukee Bxtension.156% 


Milcor Steel . 


he after form- 


ing) List plus........... % % 
Milcor Selfiock. . T. Wire 
Be ED peweccvsenacasesd "40% 
HASPS. 
Hinge, Wrought, with staples, Net 
HATCHETS. 
Vv. and B. Supersteel. Each 
Broad, No. 1, 24-oz...... $1 43 
Half, No. 1, 156-02. 2 
Half, No. 3, 87-e8......-. 1 87 
be tw 1, 19-oz........ 1 $1 
0. 1, 20-0z..... 1 48 
Shingling, 1 No. 1, 17-oz.. 1 20 
Lathing, No. 1, 14-0z....- 1 20 
Lathing, No. 2, 17-o0z..... 1 25 
Vanadium 8teel. 
Half, No. 62, 22-o0z..... -$1 82 
Underhill voters Lathing s, 
9 row, 19-08............ 3 39 
HINGES. 
Heavy Stree. in Bundles. 
4 inc’ dozen Prs.....+++-$1 12 
5 cocceecce 67 
6 ” ” © cccéepove 93 
8 - - 7 esdéaces ° 21 


Extra Heavy T in Bundles. 


4 inch, dozen prs.........$1 74 
5 es - we  eecccecee 85 
6 “9 si OO sccccccece 31 
.. = * enssewsee 9° 
HOES. 
Garden .......-. obheeeeccened Net 
HOOKS. 
Box. 
V. and B. No. 9, each... .$0 26 
= 
Mileor ......-. 
“Direct Drive” Wrou: ght 
Iron for wood or brick 15% 
Cotton. 
Vv. and B. No. 8, each... 24 
Hay. 
V. and B. No. 1, each.. 26 
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Baf Meat. 
Vv. and B. No. 26, %”, 0 
Vv. and B. No. 38, %*. 
GRO cccccccccccccccs 16 
Screw Meat. 
V. and B. No. 2, per gro. 6 6e 
Butchers’ “8.” 

V. and B. No. 6, each.. es 
V. and B. Neo. 8, each.. 11 
HOSE. 

Per. Ft. 
%-in. 2 ply molded..9%c te 13%c 
%-in. co oer ecee ee 8HC tO 100 
%-in. wrap coceece 18%c 
“Front-Rank,” Automatic, 
In single oa 
In lots of 10 or more....50-5% 
In lots of 25 or more. .60-10% 
Vapor pans, etc., each.....50% 


IRONS. 


Sad. 
Genuine Mrs. Potts, nickel 
plated, ry gwet.......-.$1 55 
Asbestos 70, per set. ; 38 
ey ke No. 100, per set. 30 
E. c. 8 
No. ‘On "Corner, dos. sets $2 50 
No. 3 75 


KNIVES. 


Butcher. 
Beechwood Handles, 6-inch 
WMGO cocccccccccccccecc cd 
Beechwood Handles, ame ee 
Beechwood ‘Handles, *3-in ach 


MED ccccccccccccccccecte 
Cooper’s Hoop. ....... e000 BER 
Drawing. 

BtemGase .cccdccccceccceccd® 


Adjustable ......cc000024-85% 

Barton’s Carpenters’......25% 
Hay. 

Iwan’s Solid Socket........25% 

Heath’s ccescccccccecc cose 

Iwan’s Sickie Edge........ 25% 

Iwan’s Imp’d Serrated....25% 
Hedge. 

Challenge orecess 25% 

Disston’s No. Wictabecanaauae 
Putty. 

 scuseeene ccccccccne 

REED 3 canccceccesecs 12 286% 
Scraping. 

Beech Handles ........... 25% 

EMRGOES ccccccccecccccccss 25% 

KNOBS. 
Tr. 

Mineral ........per doz. $3 ge 

Porcelain ........ 

GUE éneecnseceees ” 3 oe 

LADDERS. 

Step. 

Comamem, POF fh.ccccccccces 28c 


Gepmen, with Shelf, ada 10¢ 


COCR eee eee eeeeeeeee c 


Gatheen 6 to 9 ft.........55c 
20 OD 16 BRiccccccccccccccc OOS 
Kant-Break, per lineal ft...75c 


LANTERNS. 
Per doz. 


Monarch tin, hot blast....$ 8 25 
Dietz No. 2, cold blast..... 13 00 
Best tubular ........-+2+.@ 8 25 


Competition lanterns No. @ 


tubular ...... cecccoceeee 8 OO 


WME cccccesiacecs coceoceces 
W-ineh .cccccccees dcateaees SOO 
Ball . 
4 panda, adjustable bear- 
ng. 
WP. coeds oeune sisceseennee & 
| a TCTOTTT PTET TTT Le 7 80 


LEATHER BELTING. 
From No. 1 Oak Tanned Butts. 
Extra heavy, 18-0z.......-.35% 
Heavy, . 16-0Z....25.++++++-40% 
Medium, 14%-0s. .......-.40% 
Light, 18-0z. ... ....+++-+-50% 


LEATHER LACING. 


Cut, strictly No. 1.. 45% 
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LEVELS. 
Disston, No. 28 Agst...... 22 
- No. 18, 20 in., \ 1 HH 
" No. 22, 24 in., each 2 46 
4 cagties, 6 in...... 19 8@ 
* in. gr. glass 24 20 
- No. 1 Asst......... 6& 76. 
ol No. 2 Asst......... 13 40 
ed 24-26 in., each.... 1 @2 
bed 28-30 in., each.... 1 06 
LIFTERS. 
Stove Cover. 
Coppered .......per gro. $6 00: 
Alaska ..... sees 476 
Barn Door. i 
No. 60 Stearn’s..per doz. $11 ¢¢ 
No. 80 ” o 20 00- 
MALLETS. 
Carpenters’. 
Fibre Head No, 2, per doz. $12 6¢ 
- No. 3, > 15 5@ 
™ No. 3%, “ 20 6 
Round Hickory 
eeees+- per doz. $3 00— 6 00 
Tinners’. 
TOTP cc cecesses per doz.$2 26 
MATS. 
Door. 
National Rigid....6 & 10 & 5%. 
Acme Steel Flexible........ 50%. 
MITRES. 
Galvanized stee] mitres, and 
caps, end pieces, outlets. . .30%. 
MINCOP ..cccccccccccgccccsces 
Galv. one piece stamped... .49% 
MOPS. 
Cotton, Star (Cut Ends). 
Pounds 12 16’ 18’ 24'-3-on 
Per doz. $4 00 435 5& 50 7 0 
Enterprise ......ceeee++ + LEKR 
POMEP .ccccccccs ieee 60 & 5% 
NAILS. 
Ce Oe on co coasecsasseseas $4 70 
CR TE. cadeeetsvanscened 47 
Wire. 

GRURMBGR ccccccccescsccccs 3 80 
Cement Coated ........++6- 3 4 
NETTING, POULTRY. 

Galvanized before weav- 
Oe ccccecccccececcesecs:s 45-10% 
Galvanized after weav- 
TE neccesececscendessseees 15% 
NIPPERS. 
Nail Cut : 
Vv. & S "Fie. eee 18¢ 
Double Duty. 
Vo B& Be Me. Cn ncccccccees 16¢ 
Hoof. 
Teer .ccccccccescs 40 & 10% 
V. & B. No. 62, each...... $2 26 
NOZZLES. 
Hore. 
Magic ...... -.--Per doz. $9 50 
Diamond .....«... = 5 76 
OILERS. 
Chase Pattern. 
Brass and Copper.......-- 10%" 
Zine Plated ........--- 40 & 5% 
Rallroad. 
Brass ........ pcteans -. 204 5% 
Coppered ...cccccceesss 60 & 5% 
Steel. 
Copper Plated .......- 70 & 5% 
OPENERS. 
Delmonico . -- per doz. $1 a 
Never Slip........ 
Crate. 


Vv. & B...per doz. $7 25—11 0@ 
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ART METAL 
CEILINGS 


SIDE WALLS 


QUALITY—DURABILITY—BEAUTY 


Are thoroughly combined in FRIEDLEY-VOSHARDT 
ART METAL CEILINGS AND SIDE WALLS. We have 
added to our list a great number of new and handsome 
designs. Special designs can be made if desired. Only 
the best of materials used. Weare prepared to serve 
you. Ceiling Catalog No. 33 on request. 


DONT DELAY—WRITE TODAY 


FRIEDLEY-VOSHARDT CO. 


Office: Factory: 
733-737 S. Halsted St. 761-771 Mather Street 


CHICAGO, ILLINOIS 























TURAN a ALLEN = 


Write for 10 Page 
Book Catalog 


Many new books listed 


Ih 
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HEAT 


REQUIRES ONLY 











CHICAGO SOLDER COMPANY 
4201 Wrightwood Ave.,CHICAGO,ILL. 


ANQANUENANUENTNANTNALAUCNNTOENNEALEETOATENATUONGAOTHETDUOGETOT VENOUS AATOENAOEUCOTONSUOOALOOTRAGUUNOOOT SENN UTUG AOE LOOT ENON TOOOOOOEOGANEOCGGUOUUE GLA Mc AAU NN UU ANU 


CHICAGO STEEL CORNICE BRAKES 
STANDARD OF THE WORLD 


| 












THE BEST BRAKE FOR ALL PURPOSES 
Most Durable, Easiest Operated, Low in Price 
Made in All Lengths and to Bend All Gauges of 
Metal. Over 15,000in use. 

WRITE FOR PARTICULARS 


DREIS & KRUMP MFG. CO., 2915 S. Halsted Street, ial 


UQOLUOGUOUONENUNUUGUOUOUUNNOORANESUOOUEGUALUGUUOUERAUOLOHAAAUOEGNALL WAL OMe Naat 


C. G. HUSSEY & CO. 


Rolling Mills and Office, PITTSBURGH, PA. 


Manufacturers of 


SHEET COPPER, BOTTOMS, ROLL COPPER, TINNED AND 
POLISHED COPPER, NAILS, SPIKES, RIVETS, CONDUCTOR 
PIPE, EAVES TROUGH, ELBOWS, SHOES, MITRES, ETC. 


Branch Warehouses in New York, Chicago and St. Louis 
Conductor 


OSBORN cz: 


A large stock always on hand. Write for 
interesting prices. 
THE J. M. & L. A. OSBORN COMPANY, Cleveland 
Sheet Metal Workers’ and Furnacemen’s Supplies 


MVNA} NTVVTUDVAFTONSDTEATVTTOEOVTTONUDOGUTTOOUTTOOOPTOUOGEOOUDUOOOQDOONODOOTTTALITD UATE EPPO 


VNNEAUULAUUUUCauaLagbUAacuaauannneTLAY 





oy 























Sheets 











} 














VENTILATOR «and CHIMNEY CAP 


OES away with high stacks, swings freely in the 
slightest breeze and positively cures down-drafts. The 


be THE 
3 strongest and most efficient combination to be had. Has 
no equal for chimney purposes. All jobbers sell them— 
write your jobber or us for prices and catalog today. 
Manufactured by 


STANDARD VENTILATOR CO. 


LEWISBURG, PA. 














Made of 
Keystone 
Copper Bearing 
Steel 





Plecker’s Galvanized Eave Trough and Corrugated Expanding Conductors 


CLARK-SMITH HARDWARE Co. 


Cost no more 
Lasts longer 
a. = 


= heapest 
- - PEORIA, ILLINOIS 
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PAILS. 
Cream. 
l4-qt. without gauge, 


-per doz. $9 50 
18-at. “without gauge, 
os'2t° oyengeo esse -per doz. 11 00 
- ou f—, 
“at. | without doz. 11 75 
Sap. 
10-qt., IC Tin....per doz. $4 00 
12- ci) ity ity iT) 5 60 
Stock. ’ 
Galv. qts. 14 20 
Per doz. $9 ,75 10 46 12 36 14 60 
Water. 
Galvanized qts. 10 12 
Per doz. ..... $5 75 6 60 r Hh 
PASTE 


Asbestos Dry Paste: 
200-lb. barrel 
100-lb. barrel 





35-1b. _ sees 
10-Ib. eee ees 
5-lb. bar 
2%-Ib. Cartons Ceeeece 30 
PINCERS. 
All Vv. & B. 
Cogeneeer. cast steel, 
beatae 6 8 12< 
Each $043 $052 $061 $071 
Blacksmiths’, No. 10........ $0 64 
PIPE. 
Conductor. 


Crated and nested (all 
BAUZCS) .. wee eee s oe 80-THEH 
Crated and not nested 
(all gauges) ........60-32%% 


mare Corrugated A and B and 
Octagon. 


39 Gauge ........++++0+80-10% 
4 o Serrerrrrrrrrry: | iL 


ceceeeececesees CO-18 
— = eemepeees 


“Interlock.” 


Crated and nested (all 
BAUTCS)  .. oe eee 60-7%H% 
Prices for Galvanized Toncan 
Metal, Genuine O. H. Iron, Lyon- 
mere Metal and Keystone C. B. 
en application. 


Steve. Per 100 joints. 
26 gauge, 6 inch E. C. 
EE hit Un.v:0 ates v-sa-00us $17 00 
26 gauge, 6 inch E. C 
GND tule hd td OEc b Oe dc kn 18 00 
26 gauge, 7 inch EB, C. 
BONGO cv cccscccdccccoses 20 OO 
28 gauge, 6 inch E. C. 
ST “th. seb ecana oxo eee oe 15 00 
22 gauge, 6 inch EB. C 
St wené odthmuccaaadaes 16 00 
28 gauge. 7 inch E. C 
EE d+ ahead eee hcueneie 18 00 
30 gauge, 5 inch E. C. 
MOSER cccccccccccccecces 28 OO 
gauge, 6 inch E. C. 
WEERE  cceccccccccesvcces £6 OO 
30 pause, 7 Inch E. C. 
MD enccccccessoccocce 06 OD 
P-Jotnt Made up, 
6-inch.......... per 100 $40 06 
Furnace Pipe. 
Double wai Pipe and 
Fittin Cocesccecceccctn 
Single a Pipe, Round 
Pipe Fittings .........38%% 
bs yo gne Back 
Iron pe, oes, etc...33 
Milcor Gaivanized ... ne é AR 
PLANES. 
Stanley Iren Bench..........Net 
(Vv. & B.) ‘ 
Mat, Ne. 8, each...........$2 60 
S Be. 6, emeR.ccccccccee 66 
“ Ne. 86, eneh........... 69 
Gas, Ne. 7, each........... 5&5 
© Be. 8, eOGM..ccccccree G2 
saa Ne 12, GEM ec ccceceooer 87 
- or Crimping. 
Ne. 86, ench.........-.-- 64 
Butten’s Pattern. 
Me. 6 eMeR......ceeesesss 61 
We. 8 GBGR.. -cccccccccee T 
Beuble Duty, No. 106...... 60 


POINTS, GLAZIEBS’. 
Ne. 1, 3 and 3..per des. pkgs. 65c 


POKERS, STOVE. 
Wr't Steel, str’t er ny 


eancdecoudoesese doz. $0 75 

Nickel Plated, coil 
eand! aces eunes and 1 10 

POKERS, FURNACE. 
Pid  . coccédonesececseseescee OO 
PULLEYS. 

Furnace Tackle. -per doz. $0 60 

Per TOSS ...eseceesesers 6 00 
” Screw (en- 
cased) ...per doz. $0 85 

Ventilating Register. 

Per gross ......- sakees ..$9 00 

Small, per pair........++-. 0 30 

Large, per pair.......+++- 0 60 
PUNCHES. 

Machine. Each. 
Vv. & B., No. 11-18, 1% x6..$0 19 
V. & B., No. 90, %x9..... 27 
V. & B., No. 10, 4x10... 29 
Vv. & B., Ne. 1-6, 4x6... 12 

Center. 

Vv. & B., Ne. 50, %x4.....8 14 

Belt. 

Vv. & B., No. 101-108..... $0 24 

Vv. & B., No. 108-109...... 33 

Vv. & B., No. 25, ase’t..... 3 80 
Samson Line. 


No. 1 Hand (Doz. lots or 
Oss ....... 40% 
No.2 Hand J3 doz.  iots 
...Less 40 & 56% 
No. 4 Hand | 6 doz. lots or 


more...Less 50% 
kage then, Gon. 35% 
lots.. 8s 
No. 3 Bench) poz. lots or 
more...Less 40% 
Extra Punches and Dies fer 
Samson: 
No. 1 Hand {Less than doz. 
lots....Less 25% 
No. 2 Hand |Doz. lots, 
~~ Less 33%% 
No.4 Hand43 doz. lots, 
-.Less 40% 
No. 1 — 4 s 


3 Bench | 6 doz. 
or 
‘Lem “0 % 10% 


PUTTY. 


Commercial Putty, 1060-Ib. 
BED ccccccccccccocccccsccene 


QUADRANTS. 


Malleable Iron Damper......10% 


FLOOR REGISTERS AND 


BORDERS. 
CORR BN 56. dodnkbscctdcvece« 20% 
Steel and Semi- Steel.......38%% 
errr re -- 383% % 
Adjustable Ceiling 
EEE «séevenecdeceses 33%% 


Register Faces—Cast and Steel 


Japanned, 7 eee and wiates, 
4x6 to x14 


Large canter ee A ay 
oa to 38x42.... 


ee 
Large Register Faces—Steel, 
1ael4 WD Ge iccceseceseves 65% 
ROOFING. 


Per Square 
Best grade, slate surf. prep’d$1 85 
Best tale surfaced......... 2 20 
Medium tale surfaced...... 1 50 
Light tale surfaced........ 95 
Red Rosin Sheeting, per ton $72 00 


ROPE. 
Cotton. 
Steal. 
ist Quality, base 14% c to 16%c 
Ne. 2 ........+---18%e to 15c 
Manila. 


ist TS standard 

brands ........18%c te 30%c 
No, 3 ...ccccceeeeAT6 t018% 
Hardware Grade, per ib. 17%c 
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SAWS. 
Butchers’. 
Atkins No. 2, 14-in......$12 75 
* No, 2, 18-in...... 14 30 
ee No. 7, 16-in...... 16 86 
“ No. 2, 22-im...... 15 92 
“ No. 7, 20-tm...... 18 06 
“ No, 7, 24-in...... 20 20 
“ “No. 7. 28-in...... 22 36 
Compass. 
Atkins No. 2, 10-in.....$ 5 45 
- No. 10, 1@-in..... 5 60 
ad Blades, No. 2,10-in. 3 25 
“ “ No. 2,16-in. 3 30 
Cross-Cut. 
Atkins No. 221, 4 ft......$3 03 
= No. 221, 6-ft...... 4 45 
- No. 221, 8-ft...... 6 07 
Hand. 
Copper Burrs only..........- 80% 
ig No. 96, 20-in. ondede 21 76 
Hand and Rip. 
Athins No, 54, 20-in...... $19 50 
No. 64, 26-in...... 24 40 
- No. 68, 16-in...... 18 10 
. No. 63, 20-in...... 22 90 
- No. 68, 24-in...... 26 60 
” No. 68, 28-in...... 31 46 
- No. 68, 80-in...... 34 15 
Keyhole. 
Atkins No. 1, complete... $3 10 
- No. 2, complete.. % 70 
Miter Box. 
Atkins No. 1, 4x20...... $32 65 
No. 1, 6x22...... 38 00 
* No. 1, 6x38...... 42 20 
Pruning. 
Atkins No. 26, 12-in.... $ 8 45 
= No, 10, 16-im.... 18 15 
Wood. 
Atkins No. 202..........$ 7 19 
- Be. BiBvcccccccse 8 
” Me. 906. .cccccrce 18 50 
” Be. BBs ccccceee. B® 
SCRAPERS. 
Box. 
No. 6, six blades each.... 25c 
ies. 
@. 6, OBER. ccccccscccccces 25c 
Floor (Stearns). 

No. 10, each........-- wa 
SCREEN DOOR HINGES. 
Cast Iron ..... -++-- ross $18 00 
Steel ....... wien 9 60 
SCREWS. 

Wood. 
F. H. Bright .......+.+--.80% 
R. BH. Biwed .cccccccccccc. IH 
BF. BH. Japa ccc cccccccee ee IM 
F. H. Brass ......0000++++78% 
RR. HE. BRAGS cccccccccc cee AG 
Sheet Metal. 


No. 7, 4x %, per gross.$0 55 


No, 10, %x38/16, per gress. 76 
No. 14, %x %, per gross. 96 
SCREW DRIVERS. 

Uncle Sam Standard Head. 
2 inches, each...........$ 45 
5 inches, each.........-- 63 
8 inches, each.......---- 63 
12 inches, each.........-. 1 02 

Uncle Sam Insulated Head. 
3 inches, each...........8 49 
6 tnehes, each.......--+- 5&7 
8 Inches, each.........--- 76 
12 inches, each.......---- 114 

SETS. 

Nail. 

Vv. & B. 
{ dbeard 
ee oe eet 08 0 
Ne. 100, in woeden 4 8s 
Me. 86, assorted.....dea. ae 
boxes, 
write Be 
° 

Ne. 6, in weoden began, s 2 
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Rivet. 

Vv. & B. 
Farmers’ 
TimmerW 8-4 ...ccccccccece 

. 00-0.... 

Saw. 

Atkins No. 10....per doz. $3 9 
- 82.18... * tie 









SHEARS. 





Per Des. 
wiehnet Pinted, Swwatgnt, 6” $12 %» 
7™ 148 
8” 16 & 
Japenned, Straight ....6" 11 @ 

“ coool” 286 
eo ee 8” 18 













SHEARS, TINNERS’ 
MACHINISTS’, 






Viking 


Lennox Throatless. 
No. 18 
Gheer BiaGSS. -occcccccicecs 
(f.0.b. Marshalltown, 

Peerless Steel Squaring. 

Foot Power. 

No. 1—80”, 18 ga. cap...... 16% 
No. 2—36”, 18 ga. cap......18@ 
No. 4—52”, 18 ga. cap...... 15% 
No. 10—120”, 22 ga. cap... 
No. 4A—52”, 16 ga. cap.... 


Cast Iron Foot Power. 
No. 01, 3H 18 ga. cap.. 


- 15% 
Power Drive 
(No. 100 Series, 2 Shaft Drive.) 


No. 142—42”, 18 ga. cap....16% 


(No. 200 Series, 2 Shaft Under- 
neath Drive.) 
- 18% 


No, 242—42”, 14 ga. cap.. 


(No. 300 Series, 3 Shaft Under- 
neath Drive.) 


No, 342—42”, 10 ga. cap....16% 

No. 372—72”, 10 ga. cap....16@ 

(No. 500 poston, 3 Shaft Under- 
neath Dri 

No. 50000", ‘10 ga. cap...15% 

(No. 600 Series, 3 Shaft Under- 
neath Drive.) 

No. 6120—120”, 3/16” cap. .18% 













10% 


Towa. ) 





SHINGLES. 
Per uare 
Zinc (Illinois) ...........+. 8 oO 
SHOES. 
Milcor. 
Galv. Std. Gauge, Plain or 


corg. round flat crimp...‘ 

26 gauge reund flat crimp.. 
24 gauge round flat crimp. .' 
Conducter 


SHOVELS AND SPADES. 
Coal. 


Hubbard's. 
No, A B c BD 
1 $16 00 15 10 14 46 18 30 
2 1635 1560 1486 14% 
3 16 75 16 00 16 26 14 &% 
« 1710 16 35 16 60 14 8% 
Post Drains & Ditching. 
Hubbard's. 
Size A B € 
14” ......$17 18 $16 40 $15 65 
are 17 60 16 75 16 00 
Oe sxsane 17 85 1710 16 9 
BO cess 18 20 17 45 326 7 
wi anne 18 65 17 80 17 06 
——— Steel 
-Handle .........per doz. $8 50 
Long Handle ...... a 3 00 
SIFTERS. : 
Genuine Hunters, doz.-..... $2 & 
SKATES. 


Ice, Men’s and Boys’. 
Key _Clamp—rocker—bright 


scuba es bihaaeen $ 
=~, “Glamp—rocker—nickel 11 
Key ¢ Clamp—rocker — pol. oi 
Key ‘Clamp—ibecker | aie % 
Skate outfits .......,.-00-+ 8 
Women’s and Girls’. 
% Key Clamp—rocker. .. .$1 31 
~ hockey .. 1 38 
Ice Skate outfit .....-- .. 50 
Roller. 
Ball Bearing—Boys’ ...-- $1 66 
Ball Bearing—Girle’ ..... 1 66 
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x) 
tT ES VI S THE BEST GENERAL 
bs UTILITY FIRE POT 
bie 
No. 1 Improved Double Needle Fire Pot 
has powerful burner, swiveled so that it 
Des. can be turned up or down. A pair of 
iy have an extremely | a pot Of metal melted'at the eame time. 
i 85 powerful flame. It is wind and weather proof. Top 
te They are made of . eg Sh hg Fe 
S the best material tO Er AMag., —y - ee oy it vest proek. 
. ” 4 dt as te > de 
1a that can be obtained oerantarente® a. protection band, aaliak te susan 
} 80 and their construc- ao indestructible. Jobbers supply at fac- 
tion insures ton g — + gaa es. Catalogue mailed upon re- 
‘a serviceability. ¥ Me. 1 Fire Pet 
om : Circular Today Gh tr Chee 10635 Knodell Ave., DETROIT, MICH., U.S.A. 
0% For Gasoline For Coaloil 
) 
QUICK MEAL STOVE CoO. 
. Div. American Stove Company 
% 825 Chouteau Avenue St. Louis, Mo. DOUBLE BLAST FIRE POTS 
5% . . 
% Gasoline Burning 
5% The GENERATOR used in DOUBLE 
CHICAGO STEEL SLITTING SHEAR geaerauar ever’ bar on a are petit ts 
generator ever put on a fire pot. It is 
5% made of brass and will not rust or cor- 
LIGHT—POWERFUL rode. It has no packing of any kind, and 
2 ng a 
5% DURABLE No. 25 Fire t shown herewith has a 
er- a large brass pump one inch in diameter. 
Capacity 10 gauge sheets The tank is} made of galvanized ,ateel and 
. s firmly en o the base. e burn- 
“ Any Length or Width er on this Sse pot is 80 erranged, that the 
: ” wo ho asts are force rom the 
“ Flat Bars 3/16 x2 outside to the center 2, that oe iron 
i n e fire receives bo ° 2. 
it -4 Weight 22 pounds bonne are — ae that you 
. ° shou now about. 
” Price $12.50 Net Our latest catalog discribes our 
5% F. O. B. Chicago eo : line in full. Write for it today. 
er | No. 25 DOUBLE BLast DOUBLE BLAST MFG.CO. 
= 4 Made of pressed steel and equipped with old Tinners’ Fire Pot NORTH CHICAGO, ILL. 
sa down. Blades of highest grade crucible steel 
Most indispensable high grade shears made. Equal to other shears sell 
" ing at over twice the price. CRDER YOURS TODAY Pd 
DREIS & KRUMP MFG. CO., 2915 S. Halsted St., Chicago | = Improved Models of Soldering Furnaces = 
= we ‘i -¥ i | = 
= odels © grea ne of = 
FOR PRACTICAL TORCHES = Soldering, Furnaces ‘today onthe = 
-— rke ey shou ere = 
AND FURNACES BUY THE = is more experience behind them. = 
&é rh] = Forty-eight years of it! The = 
ALWAYS = Gems were popular before the = 
= ware hae BER toe classe = 
Manufactured since 1876. Since then they have = as aR BRA. = 
ps , a wonderful reputation on = ing oon today. = 
a You should furnish your customers with this line = ae = 
fv so they will receive perfect satisfaction and dur- = leads its class. Line them upond = 
able service. = take your choice. = 
~ Our guarantee protects you and your customers. = = 
Most jobbers oan aupot yy stock. = Do you want a Catalog? I 
’ Oth i ler for you. = - 
 acanan ae = BURGESS SOLDERING = 
6 Covered by Severa: Patents OT TO BERNZ co., INC. = FURNACE Co. = 
No. 57 Torch, Quart = a 
60 No. 58 Torch, Pint NEWARK, N. J. = m proved No. 3 Gem with Punp Department A COLUMBUS, OHIO = 
se PTTUTITITI TTT 
10 UUUEODOCESGRERURGRRGRERRRRRRERRGGRERERSRRSGRRCRERRSRRRRRRRCRRRRRRCRRR ER eeeeeeee: 
065 
50-INCH FORMING ROLL 
60 . P ° “ 
0 _ This Forming Roll is built 
in all standard sizes, with our 
Patented Opening Device by 
ot means of which it is opened 
and closed in a few seconds. 
We build a lete line of Shears and 
sir | Punches, all sizes, for hand or bell power 





a Write for Catalog “R” 
BERTSCH & CO., Cambridge @ity, Ind. 













10 ITTITTTTTTITI TITLE 
i For Perfect Cutting, 
16 Durability and Strength Because of noiseless flame, 
1 PEERLESS STEEL re Soe pag = cangenants 
HEARS efficiency Torr inners 
+4 re QUARING SH of me Furnaces are displacing all 
terial. Foot or power treadie. No more others of their type. 
breaking or twisting of treadiles if you usea 
sed Peerless. You should know all about the many dis- 
6s tinctive features of these STEEL Shears. 
Write for Catalog today. Geo. W. Diener Mfg. Co., Chicago, I11- 
EWERT & KUTSCHEID MFG. CO. 
917 W. 49th Place CHICAGO, ILL. 
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SNIPS, TINNERS’. 
Clover Leaf ...........40&10% 
National .........+++++-40 410% 
Star coccccecncese® 
Milcer cocccccc cs comet 


ee ewer eeeeee 


YY eee 


. SQUARES. 
(Add for bluing, $3.00 per doz. net) 


Mitre 


Sy witietncanevss Shakinmins ” 
Try and Bevel..... seaneeoan 
Try and Mitre............. Og 
Fox’s «++e+-per doz. $6 00 
Winterbottom’s = ageneeee ° 10% 
STAPLES. 

Barbed ......... per Ib. 21@22c 
Butter, Tub....... * 16@19¢ 
Fence— 

Polished ...... per 10@ Ibs. $5 45 

Galvanized ... ” % 16 
Netting. 

Galvanized ...per 100 Ibs. $6 54 
Wrought. 

Wrought Staples, Hasps and 
Staples, Hasps, Hooks and 
Staples, an Hooks and 
SD “‘wesehes haes -60 & 10% 

Extra. NED esccicéiceesense 

STONES. 
Axe. 

Sindostan .... per lb. New Nets 

More Grite .... “ 7 

Washita ....... ” na 
Emery. 

Se Bec cere -- Per doz. New Nets 
6il— Mounted. 

Aranees Har 

pe es See doz. New Nets 

Washita No, 717 - - 
@il—Unmounted. 

Arkansas rom Ib. N N 

Arkansas Soft. a4 —— 

Lily White.... - a 

ueer Creek... 3 ae 

ashita ...... - » 

Sorthe. 

—— iemant per gro. New Nets 

Teen 4 SET md se 

ere » - 

tra Quinne- 
 Rrrerey a ve 
Red End..... ” ° 


STOPS, BENCH. 
= a Morrill pat- 

thetnes Seund per doz. $11 00 
No. 1. Stearns pat- 


bVEGEDE< ée0 - 10 00 
- "'s " smith pat- 

WUD eccsevscsese ‘ - 7 00 
STOPPERS, FLUE. 
SES wesawen --.per doz. $1 10 
Se. A Baseaneoks sd 1 10 
Gem, flat, Ne. 3... . 1 00 
STRETCHERS. 

Carpet. 
Bullard’s ........per doz. $3 90 
Excelsior ........ = 6 26 
Malleable Iron.... = 70 
Perfection ....... - 6 30 
ee ees vg 4 60 
Wire. 


O. 8. Elwood, No. 1 per doz. Nets 
O. 8. Elwood, No. 2, 


SWIVELS. 


lleable Iron......per Ib. $@ 10 
ght Steel......pergroe. 4 50 


TACKS. 


Bill Posters’ ¢-oz. 25-lb. boxes - 
eeveee ch OC 


Upholaterere’ 6-02," 36-ib: 
boxes, per Ib..............15%c 


TAPES; MEASURING. | 
Asses’ Skin ..........List & 40% 


THERMOMETERS 
Pin Case. ..per doz. 80c & $1 25 
Weed Backs $2 00& 12 00 
Glass ....-. - 12 00 


Single Leep, carload 
ngle 
mi Grass yeraree - 86S 1% 
n Loop, 
car fote .c.....0505570 & 16% 





TRAPS. 

Mouse and Rat. Per Gross. 
Sure Catch Mouse Traps.$ 2 10 
Vim Meuse Traps....... 2 10 
Short Stop Mouse ‘Traps. 1 80 

Wood Choker Meuse 
sscosee 20 98 
Per Doz. 


Traps, 4 hel 
Sure Catch Rat Traps....$0 90 
Dead Easy Rat Traps.... 1 00 
Baskets. 


e... 


Packed in One Bushel Band Stave 

List per Bushel. 

Sure Catch Mouse Tr: 

(360 Traps) 

Short Stop. — Traps 
Tra 


(360 ee) ictus 60 
Sure _— at ‘Traps (54 
Shorts Stop Rat Traps (64 

WED © wdatecntare coos 8 26 


Assorted Mouse ‘and Rat Traps. 
List per -_an 
Sure Catch (216 Mous 
Traps and 26 Rat Traps) $4 90 
Short Stop (216 use 
Traps and 26 Rat Trave) 4 25 


TROWELS. 
Cement. 
Atkins oa : beads tieeeda $19 50 


White Cotton. 

Bureka, 4-ply........ per Ib. 80c 
Jute. 

8-ply and 6-ply Bale Lots 22%c 


VALLEY. 
Mileor . 
Galv. formed or roll.... 
VENTILATORS. 
ree 30 to 40% 


eee 


.50- 1%% 


vis 
No. 700 Hand, 
Inches .... 4% 5 5 
Te coces _— 15 18 00 14 85 
No. 701. a 5 & 
me éccann Mi 15 18 00 16 70 
No. 1, Genuine Wentworth, 
Noiseless Saw...per doz. 9 25 
No. 3, Genuine Wentworth, 
Noiseless Saw. r doz. 12 75 
No. 500, All Steel rolding 
Saw --per doz. 16 00 
WASHERS. 
Over % in. Racoet lots 
rer yan Ibs... envcesers b 
{ron ona. 


I 
™ tote eS 1% rie 1 B)be 


WEATHER STRIPS. 
ene Stitehed. 


in., per 106 ft......... $1 80 
Th Wie ee BOO Ghicccceces 2 20 
Wood and Felt. 
Th Bis MOP Bee Ghee cc cccce $1 56 
Te The BOP Bee Thee vcecccee 1 66 
WEIGHTS. 
ee ---Per lb. Nets 
Sash—f. o. b. Chicago 
Smaller lots, per ton....$47 50 
WHEEL — 
Common Wood Tray........ 3 75 
Steel Tray, Competition... 4 60 
Steel leg, garden............ 6 00 
WIRE. 
Plain annealed wm No. 8 
per 100 Ibs. séseccsee 
Galvanized barb " wire, per 
100 ‘ aces 10 
Wire cloth—black * painted, 
12-mesh, per 100 sq. ft... 2 35 
Cattle Wir "= 
— wate pent, 
Bee We cocce 60 


spool, per tattle 
Galvanized a wire, No. 9, 

OOP FEO Mb vcccctesisccesse 415 
Stove Pipe. per stone Socccee 1 10 
WOOD FACES. 

60% off list. 
WRENCHES. 
Coes Steel Handle, 6-in..40-10% 
= ~ " 8-in. 40-10% 
29 wt = 10-in. .40-10 
7 * = 12-in. .40-10 
Coes Knife-Handle, 6-in..40-10 
- > se 8-in. .40-10 
» ot wit 10-in. .40-10 
” - "y0 12-in. .40-10 
Cees All Patterns.........40-10% 


WRINGERS. 
No. 790, Guarantee per doz. oe 60 


No. 770, Bicycle ... 7 00 
No. 670, Domestic. . ° 43 50 
No. 110, Brighton... va 39 00 
No. 760, Guarantee.. ” 61 60 
No. 740, Bicycle... . “4 48 60 
No. 32, pesnest.. ~ 35 60 
No. 2, Superb.. - 26 6¢ 
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ADVERTISERS’ INDEX 


The dash (—) indicates that the adver- 


tisement does not appear in this issue. 


A 
Aeolus Dickinson Co.......... = 
American Brass Co..Front Cover 
American Chain Co........... 8 
American Furnace Co......... 6 
American Rolling Mill Co..... —- 
American Steel & Wire Co... 47 
American Stove Co........... _— 
APOE COPPGRP . co cccivccccececs 39 
SIN, Te. GOs onc ccececices« — 

B 
BE Te BOS 2066060005008 39 
Bn RL Nd och boecccecs 43 
Pe OE Ei ccécnntocedcocceclos 43 
ee. Te. “DOs pccccescceces 39 
Brillion Iron Works........... —- 
Bullard & Gormley Co........ —_ 
Burgess Soldering Furnace Co. 


Burton Co., 


Callender Soldering Process Co. 5 


Chicago Elbow Machine Co... 
Chicage Solder Co....ccccccee 
Clark & Co., 
Clark-Smith Hardware Co... 
Clayton & Lambert Mfg. Co... 
Cleveland & Buffalo Transit 

Co. * 
Cleveland Castings Pattern Co. 
Coes Wrench Co. 
Copper & Brass 

Association 
Copper Clad Malleable Range 

Co. 
Cornish & Co., 
Cortright Metal 


Research 


Roofing Co.. 


D 
Dieckmann Co., Ferdinand.... 
Diener Mfg. Co., 
Double Blast Mfg. Co......... 
Dreis & Krump Mfg. Co.... 
Dunning Heating Supply Co... 


E 


Ewert & Kutschied Mfg. Co... 


Panner Mig. C0.....- wecccecce 
Farquhar Furnace Co......... 
Federal Varnish Co........... 
Forest City Fdy. & Mfg. Co.. 
Wen Wermace CO... ccccccccece 
Friedley-Voshardt Co......... 
Furnace Fan Corp.........--- 


G 


Gerock Bros. Mfg. Co......... 
Gohmann Bros. & Kahler..... 


H 


Hall-Neal Furnace Co......... — 


Harrington & King P’f’g Co.. 
Hart & Cooley Co............ 
Haynes-Langenberg Mfg. Co.. 
Heller Bros. 
Henry Furnace & Fdy. Co.... 
Hessler Co., H. B....ccccccces 
Hess-Snyder Co. 
Homer Furnace Co............- 
Hones, Inc., Chas. A........--. 
Honeywell Heating Spec. Co.. 
Hotel Fort Shelby............ 
Hussey & Co., C. G..ccccccess 
Hyfleld Mfg. C0......cccsccss 


I 

Independent Register & Mfg. 
Co. 
Indiana Stove Works......... 
Inland Steel Co........2.++05- 
International Heater 


K 


Kant-Break Ladders, 
Kirk-Latty Mfg. Co........... 
Kruse Co. 


i 
Lalance & Grosjean Mfg. Co.. 
Lamneck & Co., 
Lennox Furnace Co. 
The TemGas OO. oo. cvcccssceek 
EOwes GE. Gee as ce dvckavaccd 
Lupton’s Sons, 


M 


Machine Appliance Corp...... 
Majestic Co. 
Malleable Iron Range Co...... 
Maplewood Machinery Co..... 
Marshalltown Mfg. Co. 
May-Fiebeger Co. 
Bolte TOM. GOe<ccccececscas 
Merchant & Evans Co. 
Meyer Furnace Co., 
Meyer & Bros. Co., F......... 
Meyer Mfg. Co., Fred J....... 
Michigan Stove Co., 
Milwaukee Corr. 
Monroe Fdy. & Furnace Co... 
Mt. Vernon Furn, & Mfg. Co.. 


N 


New Jersey Zinc Co., The.... 


Northwestern Stove Repair Co. 
Oo 

Osborn Co., The J. M. & L., A. 
P 

Petter, TE Woes ca deecendcsa ges 


Quick Furnace & Supply Co... 
Quick Meal Stove Co........-. 
Quincy Pattern Co..........++ 


R 
Red Front Furnace 
Co. 
Rock Island Register Co...... 
Roesch Enamel Range Co..... 
Ross-Gould 


& Supply 


Scheible-Moncrief Heater Co.. 
Schwab & Sons Co., R. J....-- 
Spaulding Hotel ........+++++ 
Special Chemicals Co.......-- 
Standard Furn. & Supply Co.. 
Standard Ventilator Co. 
Stearns Register Co......-++++ 
St. Clair Foundry Co.....-++++> 
St. Louis Tech. Inst......----- 
Stove Dealers Supply Co....-- 
Success Heater & Mfg. Co.... 


Sullivan-Geiger Co. ....--++++* 
= 
Taylor & Co., N. G...-eeeeees 


Thatcher Furnace Co....-+---+ 
Tuttle & Bailey Mfg. Co 


U 


Utica Heater Co....-+-++e+++* 


Vv 
Van Camp Hardware and Iron 
Co. 
Vaughan & Bushnell Mfg. Co. 
Vedder Pattern Works....---- 
Viking Shear Co.......+-+++++* 


Ww 


Walworth Run Fdy. 
Waterloo Register Co....----- 
Waterman-Waterbury Co....-- 
Whitney Mfg. Co., W. A..----- 
Whitney Metal Tool Co....--- 
Wise Furnace Co.......-++++> 


Zarco Mfg. 
Zideck Auto Radiator School. 
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